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pelicies, the right ontr with the right company 
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ANDARD LIFE 
COMPANY 


President 


Greensboro, North Carolina 
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Great 
Salesmen 
of 


History 


ST. PATRICK 


One of the outstanding figures of the fifth centun 


was Patrick, universally loved patron saint « 
Ireland. At the age of 16, Gaelic raiders had cay 
ried him to Ireland as a slave. He escaped 3 

ship and landed in France, where he became ; 
Monk. Later he returned to Erin as a Bisho 
“No Christians when he arrived—no pagans wher 
he died.” 


Of course it was has passionate love of Christian 
ity that made him the great saint, but aside fron 
his rehgious mission in Ireland the world owe 
Patrick a large debt because of his other accom 
plishments—his fine sense 6 
understanding of the Irisi 
people, his organizing power 
and his vision in establishing 
educational centers fron 
which radiated a tremendou 
influence on the scholarshi 
and civilization of Wester 
Europe for more than a hur 
dred years following hi 
death! 
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Total claims paid 32 years ending 
December 31, 1931, $84,293,715.46 
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This Week: 


GOING UP! 

€ All signs point to the road to recovery. 
May its bumps be less violent than those en- 
countered on the way down. But there will 
be bumps, inevitably. N. B. Keyes, Jr., 
geints out some of the problems awakened 
ndustry must face and tells how group insur- 
ance will fit into the new economic pattern. 


* * ~ 
NTEREST 
@ The rate of interest earned on mean in- 
vested funds by one hundred leading life 
insurance companies of America for 1931 
was only slightly less than the return for the 
previous year and approximates the figure 
representing a ten-year average. A sta- 
fistical study gives data on this important 
phase of operations for the past three 
decades. 

* * * 


NECESSARIES 


@ Back in the early days of this country, a 
certain amount of dry powder, some match- 
es, a bit of tobacco, etc., were stock equip- 
ment of the pioneer. These articles he re- 
ferred to as his necessaries." They just had 
to be procured. Walter Cluff describes the 
necessaries" that belong in the kit of every 
life insurance man. 


* * 
FORECAST 
Ga monthly forecast of business conditions 
for the month of August, compiled by the 
editors of the various publications of the 
United Business Publishers. 


Next Week: 


SELLING 

€ Med Anthony Wayne's exploits on the 
field of battle or the latest book that Clayton 
6. Hale has read may not sound as relevant 
tut Mr. Hale brings both into play in an in- 
teresting selling article which demonstrates 
now to "Talk Shop—indirectly.” 


- = * 
FAGHTING 


¢ Which, according to Ralph Reed Wolfe, 
s the same thing today as selling. In an 
article titled "It Isn't a Game—lt's a Fight," 
Mr. Wolfe tells how one successful sales man- 
ager is getting results—good results. 


Golden Opportunity 


OUTH looks upon old age with compassion but with a lack of 

comprehension of its frailty. It has not the capacity to visual- 

ize itself as it will be after time has spent its force. Its dreams 
of the future are wedded to a happier state wherein some 
hapchance has brought renown and praise. Youth cannot project its 
actuality through a life fraught with error and failure to a day when 
heart and brain, muscle and nerve, are no longer ready and obedient 
servants of the will. “Man never is but to be blessed.” There is 
in the young a vague inherent sense that, barring death, senility 
will come, but they cannot prelive it with its depleted energy 

Lacking this faculty, they do not take a personal interest in that 
problem of life which sociologists and statesmen deem the most 
perplexing of this modern industrial era—old age. 

The concern for old age is a social one incident to and a product 
of the machine age. Poor farms and almshouses, America’s first 
answer, has not been the final one. Direct charity betokens depend- 
ence, a burden repugnant to every man or woman. At present the 
solution leans toward pension funds endowed by a city, state or 
nation. Their practical application has not been the success antici- 
pated. They are a relief, perchance, for relatives otherwise respon- 
sible, but state charity brings no joy to its recipient. They add to 
mounting onerous taxation, open the way to political connivance, 
and tend to continue drab existence in semi-poverty. How to bring 
peace to those who have lived beyond their earning years is not a 
passing problem. It will exist till the last storm cloud has made 
its path over a blighted earth. 

Youth is plastic and impressionable. It will yield to advice which 
will perpetuate its disposition to enjoy the things life offers. It will 
dedicate its action to a program which grips its imagination. 

The stage is set for the starring of that universally beloved char- 
acter—life insurance. The tragedies of Death and Disability have 
been softened by its performance. Cast in a new role, its public, 
conscious of its previous successes, is sure to await expectantly for 
a similar ability in conquering the ravages of old age. 

Life insurance, through its modern contracts which grant old 
age pensions and retirement annuities, has opened its doorways to 
a new and brilliant epoch. A virgin field opens before its army of 
workers. The youth of the nation await their words of influence. 

Already pioneer agents are recording the willingness of the people 
to accept this new protection, to make it 
the success it really merits and to give it 
the great growth that life insurance has. a Y es 
Only the unstinted efforts of the agency fie + LA 
force in its entirety are needed. 














Publication Office: N. W. Corner 56th and Chestnut Streets, Philadelphia, Pa. 
Editorial Offices: 243 West 39th Street, New York, N. Y. 


GH" ON T. SMITH, President 
FRED B. HUMPHREY, Vice-President 
20BERT W. SHEEHAN, Associate Editor 
SEW ENGLAND DEPARTMENT 
.,, 2aeck Tobin, Representatice 
“8 Pederal Street, Boston, Mass 

Tdephone, Liberty 4460 


HARRY W. BARNARD 
VICTOR H. ENGL, Asst. Sec 
RALPH REED WOLFE, Field Edit 


Vice-President 


Treas 


THOMAS J. V. CULLEN, Vice-President 
W. H. VALLAR, 


THOMAS J. V 


retary 
Secretary 


CULLEN, Editor 
WESTERN DEPARTMENT 
Fred B. Humphrey, Vice-Prestden 
367 West Adams 8St., Chicago 
Telephone Randolph 9448 


FRANK ELLINGTON, Assistant Editor 


LOUIS S. FISCHER, Associate Statistician 


lished at N. W. Corner 56th and Chestnut Sts, Philadelphia, Pa, and controlled 

ited Business Publishers, im 30 West 30th Straet, New York City 

. Chairman of the Board: Frita J. Frank, President; ¢ A Musse 
y Secretary rederic ¢ Sievens, Tre 


al devetel to promoting Pul 
subseTiption price for by the tf 
also 32.00 in Canada Andrew ¢ Pearson 
Postal Union, $3.00 mal Vice-President Ar Da 


asurer 








“How are you today?” 
“Well,” replied the sales manager of 
isn’t a 


a prominent concern, “there 
thing the matter with me that an ad- 
ditional million dollars in _ billings 


wouldn’t cure.” 

These additional millions in billings, 
now looked for as a sequel to the im- 
mense improvement in confidence of the 
past eight weeks, will undoubtedly put 
a much happier complexion on the busi- 
ness picture. It is well to remember, 
however, that business will have just 
as many problems on the way out as 
there were on the way in. These are 
difficult problems, that must be solved, 
but certain of them offer you who sell 
group insurance protection a real op- 
portunity. 

Needless to say, industry is left with 
no surplus funds to spend for intangi- 
bles. It is pressed with too many tangi- 
ble demands, and circumstances pro- 
hibit its being particularly altruistic 
much lost ground been re- 
Every approach to its inter- 
therefore, be based upon the 

of measurable, tangible re- 


until has 
gained. 
est must, 
possibility 
turns 
Future Profit Factors 

While there has been much futile 
prophecy in the past three years, it is 
well to keep in mind the fact that the 
Purpose of Business is Profit, and the 
; the time in which a 
profit can be made. Consequently, the 
able minds in business are attempting 
to shrewdly discount the future, and it 
would be well to look ahead with them, 
and attempt to anticipate some of the 
problems that will undoubtedly be met. 

One of the problems in the middle 

when and as improvement 
labor turnover. While we 
have forced to consider the prob- 
lems of the unemployed as a group, and 
the incentive to find work will be a 
denominator of their impulses 
in the early part of the pick-up, the 
group problems of this vast army will 
translated millions of in- 
dividual problems. 

The resources of the great majority 
have been entirely depleted or so seri- 
that at first any in- 
It is only natural 
broadens, 


only 


future is 


foreground, 
comes, 1s 


} 


peen 


common 


into 


soon be 


ously impaired 
come will be welcome. 
though that as opportunity 
these people will actively seek to place 
positions that 


themselves in assure 


maximum earning power, satisfaction 
and security. 

While industry will be able at the 
beginning of the upturn to replace and 
rebuild its staffs on a highly selective 


« « Group 
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it will soon be 
make 
tain concessions to its 
employees if it would 
make this immediate 
advantage permanent. 

With the souls of 
millions scarred and 
seared by insecurity, 
protection can 


basis, 


forced to cer- 


group 
be made a tremendous 
stabilizing force in the 
management-labor re- 
lations of the coming 
decade. In this re- 
spect, as in the past, 
you have something 
very tangible to offer. 

It seems _inev- 
itable that cost reduc- 
tion will be a paramount consideration 
with most industrial enterprises for 
some years to come. In the long buyer’s 
market that has existed the public has 
educated to believe that there 
practically no bottom to prices. 
Revisions upward can be made only in 
close accord with consumer purchasing 
power or industry will still be saddled 
with the crushing overhead of idle 
facilities and profits will continue to be 
out of reach. 


Cash Problems Vital 

The demand for cost reduction will 
be by no means limited to production, 
but will without doubt be a strong in- 
fluence in new developments in distribu- 
tion, which has been roundly criticized 
for absorbing too large a portion of the 
purchasing dollar. 

However, cost reduction meets head- 
on a growing conviction that consumer 
purchasing power is best secured by 
liberality in the matter of wages and 
salaries. Cost reduction, therefore, 
seems to be largely dependent upon 


been 
was 


x 


further technical advance plus a libera 
amount of increased 

ciency. Obviously, you need no @ 
couragement to emphasize the merit 
of group protection in this latter cm 
nection. 

The profit motive has already be 
mentioned as the guiding star of bus 
ness—and a profit is only possible whe 
management and labor function & 
ciently and in harmony. 

No management can function w@ 
full efficiency when saddled with a des 
weight overload. Taxes are and pro 
ise for several years to be a consid@ 
able burden on many lines. 

In addition, there is the unsettlm 
prospect of a wave of socialistic 
paternalistic legislation in the next i@ 
years. Since such legislation usual 
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By N. B. KEYES, JR. 


available through Group 


Protection 


GRE R/ 


carries with it supporting taxation, 
there is the possibility of added taxes 
falling, as they customarily do, upon 
business. 

Such legislation, if it appears, will 
come as a gesture to the millions whom 
chance circumstance has deprived of 
their sense of security. In a long-time 
view it is another manifestation of the 
ligation supposed to evolve from the 
employer-employee relation. 

Since this relation is apparently in- 
nerent, one of management’s responsi- 
ities is to meet it with full justice to 
, but without destructive encumbrance 
upon the business body. 

At the moment, individual insecurity 
centers upon the wage check. Such in- 
‘eeurity can and will be better avoided 
‘Y corrections in the economic set-up, 


hs) 
Vil 
n 
aul 
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Insurance should be made the great 
stabilizer in future labor-management 
relations and stand as our strongest 
bulwark against the rising tide of 
paternalistic legislation 


rather than through legislative expe- 
dients or grandiose schemes of insur- 
ance. 

With the inevitable increase in the 
tempo of business insecurity from this 
source will be rapidly mitigated, and 
will give precedence to the three cardi- 
nal sources of insecurity—untimely 
death, sudden incapacitation, and im- 
pecunious old age. 

Business has learned the benefit of 
sustained and increased purchasing 
power, and it is probable that business 
will develop the necessary correctives 
that better guarantee them. Would 
that you might aid in guaranteeing 
wages, but this undeniably is a task 
which industry itself must tackle first. 


Recognized Obligations 

There is little doubt but that indus- 
try is cognizant of its social obligations, 
and that it begins to realize that it is 
less expensive to attack these problems 
directly than to have to assume them in- 
directly through added taxation. There 
is little doubt, too, that it will lend an 
attentive ear if you show an apprecia- 
tion of the problems that it is en- 
countering. Industry has learned that 
it can contract much work to better 
advantage than it can undertake it, but 
it expects that all venders will flatter 
it with an indi- 
needs. 


appreciation of its 
vidual 


It may seem beside the point to sug- 
gest that you make every effort te know 
your prospect’s problems fully, yet there 
are many who fail in their approach, 
since they neglect to take the precau- 
tion to know their product in relation 
to the specific needs of the prospect. 

The business field promises to be 
rather a kaleidoscopic picture in the next 
decade. Filed away in laboratories are 
scores of products that apparently have 
the power to change customs and living 
standards of great sections of our 
people, and rest there merely awaiting 
the encouragement of increased buying 
power. There will be many new prod- 
ucts, new faces and new names. Pros- 
perity, as it returns, promises to be 
highly selective, for the concerns that 
have weathered the storm have been 
trained in a stern school, their crews 
have been carefully chosen, and they are 
ready to bend their sails to greater 
accomplishments. The next 10 years 
will certainly be as interesting as any 
10 that have ever been lived. 

Thrilling as the panorama may be, 
there will still be the desire clutching 
at men’s souls to themselves 
against both the inevitable and the un- 
The past three 
greatly heightened this desire, and the 
opportunity to capitalize on it holds 
great promise for you in the years just 
ahead. 


secure 


foreseen. years have 








A Social Stabilizer 


HE men who pioneered the de- 

velopment of group insurance, 
both the executives of the life in- 
surance companies and those, their 
clients in the field of its application, 
have long since appreciated the 
great social service this form of 
prudence and foresight is destined 
to become, but today, with the hue 
and cry for legislation which will 
show the “forgotten man” that he 
is not without friends in high 
places, the realization is rapidly 
spreading that only through honest 
insurance will such problems ever 
be solved. 

The nation is enveloped in a mist 
not exactly of fear of the future 
but certainly that is conducive to 
an uncomfortable state of appre- 
hension. Its masses long for a feel- 
ing of security which their accu- 
mulated reserves will not earn for 
them. The country is in a recep- 
tive mood for cure-all measures— 
legislation of a paternalistic nature, 
and will be fortunate to escare the 
infliction of such blights on gen- 
eral progress. The business lead- 
ers of the nation will, in the next 
decade, which is looked forward to 
by many as the Golden Era in Life 
Insurance, see group insurance as 
a contributor to the solution of a 
goodly measure of our ills in the 
realm of economics and politics, as 
well as an instrument of humani- 
tarianism as its benefits are ap- 
plied to individual cases. 


The Insurance Institute 


HE fact that 196 men and 

women have been graduated 
during the present year by the In- 
surance Institute of America calls 
sharp attention to the excellent 
work that is being done by this or- 
ganization. The Institute was or- 
ganized in 1910. It was incorporat- 
ed fourteen years later and it has 
always held firmly to its major pur- 
pose to provide and maintain a cen- 
tral organization for the promotion 
of efficiency, progress and general 
development among persons em- 
ployed in connection with insur- 
ance of any kind. It has likewise 
encouraged and assisted the study 
of any subjects bearing on any 
branch of insurance, and it has rec- 
ognized and honored works of dis- 
tinction and particular merit in the 
field of insurance by granting the 
degree of Fellow to those whom 


Editorial 


With the Editors 


the executive committee feel en- 
titled to the honor. 

The list of this year’s graduates, 
just announced, is the largest in 
the history of the Institute. Fire 
and life graduates are the most nu- 
merous, being about equal in num- 
ber. There were also graduates in 
casualty, marine and surety 
branches. 

The young men or young 
women who take the courses and 
receive the diploma given by the 
society are bound, other conditions 
being equal, to be better fitted to 
make for themselves a successful 
career in the insurance business 
than those without the advantage 
of the carefully directed course of 
study and training they have suc- 
cessfully mastered. Insurance every 
year becomes more and more a 
field for the expert. It is a pro- 
fession and not a job to be taken up 
without preparation by anyone as 
a stop-gap or a last resort. The 
Institute provides an_ excellent 
means by which uniform insurance 
educational facilities can be uti- 
lized the country over. 


Compensation Increase 


T this stage of the proceedings, 

the opponents of the new com- 
pensation insurance rate increase 
are most voluble. The commis- 
sioners and rating officials of the 
so-called non-regulated states are 
being heard from in turn and as the 
protests pile up the sound and fury 
is temporarily impressive. 

Through it all the proponents of 
the new scale plod their weary but 
unswerving course. They know 
it is the only course open to them 
and it is difficult to conceive of 
them giving much ground in this 
contest. They are, figuratively, 
waging this fight with their backs 
not to a wall, but to a sheer prec- 
ipice and retreat would mean an- 
nihilation. 

From the statements of the op- 
posing insurance officials, it would 
appear that they are protesting in 
the name of principles. One offi- 
cial finds the new rates “discrim- 
inatory”; another sees the early 
cessation of unemployment and 
would discount that happy turn 
of affairs now by rejecting the pro- 
posed increase. Others hold up the 
program with published announce- 
ments that the employers of the 
state must be safeguarded as well 
as the insurance companies. 








All of these contentions, possi. 
bly, might be argued with some 
skill, but at this particular time 
they seem, for the most part, fatu. 
ous. For the stock companies are 
faced with an emergency which 
admits of no other solution than 
that which it is hoped will be 
provided by an increase in the 
workmen’s compensation insurance 
premium rate. 

As against the rhetoric of the 
opposing officials, the stock com. 
panies submit the record of work. 
men’s compensation insurance pre 
miums and losses of 1930, 1931 ang 
the first half of 1932. It is more 
than an argument; it is an ult- 
matum. 


Suggested Protection 


RITING in the July issue of 
the Australian Insurance and 

Banking Record, “Insurer,” after 
detailing the enormous losses which 
have been caused by fire on some 
of the modern steamships, suggests 
a protection method which might 
well be considered by steamship 
owners and builders, as well as 
underwriters. Insurer states: 

“The striking success of sprinkler 
installations in all sorts and classes 
of buildings, from the most hazaré- 
ous occupancy to offices, and more 
over fitted up in a most unobtre 
sive manner, in fact one might sa 
artistically, that it appears to me 
that it should not be beyond the 
capabilities of our naval architects 
to devise and plan such a system 
of sprinkler installations that wil 
not only quench a fire in its early 
stage, but give due warning % 
those in charge as well as the exact 
locality of the fire. Certainly 2 
regards staterooms, lounge rooms 
etc., in fact all the space occupiet 
by passengers, officers, and crew 
there should not be any unsu- 
mountable difficulties.” 

Unquestionably some _ remeds 
must be arrived at if insurance 
companies are to be expected w 
offer facilities to shippers at rate 
which these shippers feel to be = 
line with their ability to pay. Per 
haps it would be to the interest & 
all to give more than a passing 
thought to this suggestion of I> 
surer. He well says that sprinkle 
protection has on buiidings gone 
to reduce the cost of operation. A 
ready some few lines have installe 
partial equipment, but to be reall 
effective completeness must be # 
tempted. 
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Time 
Weekly News Review 


Nation-wide experience bur- 
glery and theft insurance in 1931, of 
48 companies licensed in New York 
state, shows premiums earned of 
$33,449,031 against which losses of 
$12,745,026 were incurred for a 
ratio of 38.1 per cent. 


for 


Judge Ross C. Hall, in Chicago 
court, denies petitions for receiver- | 
ships against the Old Colony Life 
and the Central Life of Illinois, de- 
manding specific charges. 


Thomas L. Bradford, chairman of 
the board of the Southwestern Life 
nsurance Company, dies from heart 
attack at Dallas, Tex. 





The Kentucky Home Life Insurance 
Company, of Louisville, is licensed to 
operate and begins signing up its 
agency organization. 


The Insurance Brokers Association 
of New York protests against adop- 
tion of broker-agent rule under con- 
sideration by the New York Fire 
Exchange. — 

William J. Dutton, director of the 
Fireman's Fund and Home Fire & | 
Marine Insurance Companies, and 
former president of the Fireman's 
Fund, dies at San Francisco. 

R. M. Walmsley is reappointed to 
the Louisiana Insurance Commission 
for a six-year term, continuing as 
chairmen of the commission. 

Wisconsin joins the list of non- 
regulated states in opposition to the | 
new compensation rate program. 





The Penn Mutual Life appoints 
John E. Gibbs, J. B. Webster, C. E. 
Spencer, and C. E. Eddleblute as 
regional superintendents of agencies 
n the eastern, southern, central and 
western sections, respectively. 





Total farm mortgage loans by life | 
companies on January |, 1932, were | 
$2,015,284. —_—_—— 

President Thomas A. Buckner of the 
New York Life is announced as chair- 
man of the twenty-sixth annual con- 
vention of the A.L.I.P. 





Carl J. Eckert of Louisville, is ap- | 
pointed assistant to President James 
R. Duffin of the Equitable Life & 
Casualty, 

The Premier Life of Oklahoma City, 
with $50,000 capital, and the Amer- 
can Standard Life, new companies in 
Oklahoma, are granted charters. 





The Gibralter Life & Accident In- 
surance Company, of Denver, Colo., 
s licensed in California. John H. 
Rierdan is named general agent. 





The Insurance Company of North 
America's financial report shows con- 
"mued strong position with securities 
a market valuations es of June 30, 
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—Mr Agent, have you ever twisted a 
policy, split a commission,or OKeda 


—s>— -— bad risk 2 
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Psychiatrist Suggests that Mechanical “Lie 
Detector” be Employed in Insurance 


SOUNDINGS 


By ROBERT WADE SHEEHAN————! 





























HE man who sells insurance should be | 


interested in one very significant feature 
of the current activity in Wall Street. 
That is contained in the information that 
while the market value of shares on the New 


| York Stock Exchange has increased by ap- 


proximately fifteen billion dollars since July 
6, 1932, the increase in brokers’ loans, over 
the same period, has been limited to eleven 
billion dollars. 

This can only mean that the amazing vol- 
ume of stocks purchased in the last two 
months has been paid for very largely in cold, 
hard cash. It is worthy of contemplation by 
the insurance agent who is producing from 


10 to 20 per cent less in premiums than he | 


was a year ago and is finding it a terrific task 
to get anything like prompt payment for the 
business he is placing on his company’s books. 

It is not meant to imply that these stock 
purchases are coming entirely from the 
sources from which insurance premiums are 
ordinarily drawn. Just what elements are 


| participating in the present security market 


is yet to be accurately determined, although 
it is inevitable that there is a strong profes- 
sional interest and it is hinted that foreign 
buyers have not been inactive. 


Nevertheless, it is fair to assume that the 


American public has passed several millions 
of dollars over the counters of investment 
brokers during the past two months which 
might have been diverted into insurance 
channels by alert agents. It is inconceivable 
that after three years of steadily falling 


| values the stock market could attract the re- 
| serve buying power that insurance has failed 


to tap. 


Tide 


Current Economic Trends 


The New York state department 
of the American Legion votes for im- 
mediate payment of $2,000,000,000 
bonus, making 32 states controlling 
997 votes out of a total of 1,415 in 
the forthcoming national convention 
that are on record for the cash bonus. 













Air of thoroughness and determina- 
tion prevails at meeting of regional 
groups of business leaders in Presi- 
dent Hoover's economic conference. 












Gain of $7.50 a bale in cotton 
overshadows all week's developments 
in financial markets, making the ex- 
treme gain since June of almost 80 
per cent. 


Composite average of 70 industrial 
stocks on the New York Stock Ex- 
change, according to the New York 
Herald Tribune, closed Monday at 
113.55 and closed Saturday, August 
ay, of 116.3%. 


Composite average of 30 rails 
closed Monday at 29.71 and closed 
Saturday at 32.46. 





Composite average of 30 bonds on 
the New York Stock Exchange closed 
Monday at 83.88 and closed Satur- 
day at 83.14. 


Steel operations failed to register 
any apparent gain during the week. 
Smaller mills show slight rise, but 
larger plants await mid-September 
for real gains in output. 





Average commodity prices in this 
country last week declined 0.1 point 
to 61.9 per cent of the 1926 level, 
according to Professor Irving Fisher's 
index. English commodity prices ad- 
vanced from 61.8 to 62.3 per cent, 
as shown by Crump's index. 


Grain markets close week at Chi- 
cago with prices at the highest point 
in the present upturn. Wheat showed 
net gains for the week of 31/2 to 
4 cents. 





According to George A. Miller in 
the New York Evening Post, life in- 
surance companies invested $7,566,- 
655 in the week ended August 20, 
1932. 20 per cent was in United 
States government bonds, 27.8 per 
cent in public utility bonds, 6.6 per 
cent in Canadian bonds, 14.6 per cent 
in state, county and municipal bonds, 
21.6 per cent in city mortgage loans, 
and 9 per cent in farm mortgage 
loans. 


Electric power production during 
the week stood at 1,431,910,000 in 
comparison with 1,415,122,000 the 
week before 


Carloadings totaled 518,642 against 
512,431 the week before, a gain of 
6,211 cars. a 


Depleted inventories in the face of 
rising commodity prices bolster in- 
dustrial production in Michigan 
plants. 
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investment policy of the company man- 
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proximately the same level as they have 
received during the past few years. 
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THE RATE OF INTEREST EARNED ON MEAN INVESTED FUNDS BY ONE HUNDRED LIFE INSUR- 















grand total average interest rate for 
the entire 20 years. The table shows 
that in the first quinquennial period 
from 1912 to 1915, the rate of interest 
earned was 4.85 per cent with the initial 
year—1912—showing the lowest rate 
for the entire 20-year period, or 4.79 
per cent. The rate for the second five- 
year period from 1917 to 1921 was 4.99 
per cent. In the third period—1922 to 
1926—the rate obtained was 5.33 per 
This period contains the three 
years which had the highest interest 
earning rate of the entire 20 years, and 
they being 1923 and 1924 with a rate 
of 5.38 per cent, and 1925 with a rate 
of 5.34 per cent. 1927 to 1931 shows 
a rate of 5.30 per cent. 

The rate for the entire 20-year period 
of interest earnings for the 100 com- 
panies was 5.22 per cent. This is an in- 
crease over the 20-year period preced- 
ing from 1911 to 1930, of 5.18 per cent. 
In considering the individual totals, it 
will be found that 28 of the 100 com- 
panies showed a higher rate of interest 
earnings in 1931 than in 1930, while 
two more equalled the 1930 rate in 1931. 

In the tabulation presented, the gross 
rate of interest earned on Mean In- 
vested Funds is shown. The table has 
been constructed by taking the mean 
ledger assets of the company as a 
divisor for the interests and dividends 
earned, as shown by the companies’ re- 
ports for the various state departments. 


cent. 
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“HOW'S BUSINESS” for 


As forecast by the 
scores of editors of 


UNITED BUSINESS PUBLISHERS, Inc. SEPTEMBER: 


and associated publications. 


HE prophets would have it that the turn has 

come, and to them our blessing, and all power. 

Helpful influences continue to accumulate, 
and business has come out of the doldrums of mid- 
July, and now stands in cheerful contemplation of 
marked improvement after the swing over to the 
fall season in September. While the tendency 
will be up, there will undoubtedly be irregularities 
in the chart lines, much as there were on the down 
swing. 


Increasing confidence seems to be highly in- 
fectious, and we are fortunate to have many 
tangible evidences that improvement is definitely 
under way. To the terminologists who revised 
deflation to read reflation we will in all prob- 
ability soon look for a substitute for the terror- 
izing word inflation. With stability in commodity 
prices, and a pick-up in buying, it is entirely prob- 
able that prices will quite generally be revised 
upward, 


Reports come in of a growing tendency to avoid 
further cost curtailment in anticipation of in- 
creased plant demand in the near future. One 
large merchandising establishment is reported to 


have issued orders to all its buyers to begin buy. 
ing for stock, for the first time in twenty-seven 
months. 


Current expansion in security loans is another 
indication of the easing of credit, and the con. 
siderable machinery which has been set up to 
enlarge and speed up credit throughout the 
country is apparently beginning to take hold. 


Crop reports in grains and cotton tend to sus. 
tain the recent price advance, and the farming 
communities are being looked to to supply added 
buying power and railroad income this fall. It 
is reported that, with one exception, the last six 
months of every national election year during the 
present century has shown increased railroad 
revenues over the first six months. A continua 
tion of this tendency seems to be forecast for this 
year. 


The growing accord at Ottawa, which confer- 
ence promises to be an essential preface to an 
international gathering later in the year, tends to 
indicate favorable action on many world prob- 
lems clamoring for solution. 
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BUSINESS SALES STOCKS COLLECTIONS COMMENTS 
Passenger cars off 17° Passenger car stocks . aieis : ; — i 
from August, and 23% slightly higher, trucks Same as _ August, and Estimated sales for Sep- 
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IVE years ago the Fidelity Mutual 
Life Insurance Co. announced the 
opening of the beautiful new home 

office building on Philadelphia’s famed 

Parkway, at Fairmount Ave., in a 

descriptive slogan whose conservative 

phraseology suggested the actuarial in- 
fluence. “A substantial new building for 

a substantial old company” was the 

modest but fitting tribute to the new 

edifice. 

In point of architectural beauty, the 
Fidelity Mutual building takes its 
place among the outstanding structures 
of the city and of the insurance world. 
It is admirably planned for utility, com- 
fort and convenience, being only four 
stories in height and having a street 
frontage of nearly 600 ft. Every room 
in the building is liberally supplied with 
natural light and a major proportion 
of the offices face on Fairmount Park, 
with its miles of carefully tended wil- 
derness and natural beauty. 

The Fidelity Mutual property has a 
commanding position in a section of the 
city which has been dedicated to build- 
ings of national distinction and its com- 
pletion was effected along with the great 
Museum of Art which dominates the 
Plaza at the intersection of thorough- 
fares on which the life company is 
domiciled. Other important buildings 
of the Parkway group, in the near 


vicinity, are the City Library, the 
Franklin Institute and the Rodin 
Museum. Thus the Fidelity Mutual 


building meets the exacting considera- 
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Home Office 
Buildings 
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Distinction 
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Fidelity Mutual 
Life 
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tions imposed by the high standards of 
the great civic composition of which it 
has become a part, combining in the 
purpose it serves both the practical and 
the beautiful in living just as in its 
physical effect it combines utility and 
art. 








Night View of Home Office Building of the Fidelity Mutual Life, Philadelphia, Pa. 





The magnificent main arch entrance 
on Fairmount Ave. is probably the 
outstanding feature of the building 
to the casual observer. Perhaps the 
largest similar construction in the city 
of Philadelphia, this entrance matches 
almost exactly the dimensions of the 
great arch entrance to the New York 
Terminal of the Pennsylvania Rail- 
road. The decorations for this fea- 
ture of the building form an artistic 
motif that is maintained throughout 
the structure with a series of groups 
of sculptural work designed by Lee 
Lawrie, whose work on the Nebraska 
State Capitol, the Los Angeles Public 
Library and the Academy of Sciences 
at Washington won for him an in- 
ternational reputation and who some 


years ago was awarded the _ gold 
medal of the American Institute of 
Architects. The architects who de- 


signed the building were Zantizinger, 
Borie and Medary, the latter a past 
president of the American Institute. 
The building is, of course, fireproof 
throughout, being constructed of Indiana 
limestone above a granite base with the 
bronze entrance grilles set in marble. 
The main lobby walls are constructed 
of rare and delicately tinted Golden 
Kasota marble from Minnesota, with 
the floors contrasting in a pink Ten- 
nessee and Verde antique marble. 
Nearly three acres of floor space is 
available in the building and one of 
the achievements of the architects in 
(Concluded on page 15) 





























A Few of Our 





Compare These Participating Rates! 


Also Attractive Annuities and Juvenile Policies 
A Real Opportunity for Live Men with an Aggressive Organization 


Write to F. A. Hicks, Superintendent of Agents, for Details of Our Liberal 
Agency Contracts 

















Endowment at Age 85 $21.81 Endowment at Age 65....... $28.58 

Participating Economic Protector (Low Cost Retirement Income at Age 60.. 43.03 
Policies with Whole Life) .......... 15.32 Retirement Income at Age 65.. 32.70 
Rates gg Bay ee rie on Twenty Year Endowment.... . 42.76 
Per $1,000 Eee ees 16.58 Twenty Payment Life....... 30.04 
at | Preferred Modified Whole Life 19.70 Thirty Payment Life........ 24.30 

Age 35 Family Income, 20 Year Plan 27.31 Paid Up at Age 60.......... 26.44 





(guarantee Mutual Life er 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
vr 
Omaha.Nebr. 



























Abstract from 
SIXTY-FIRST ANNUAL STATEMENT 
for Year Ended December 31, 1931 


Insurance in Force 
| $387,823,631 
(Increase $12,579,761) 


Admitted Assets 
$72,970,833.17 
(Increase $3,356,668.18) 


Payments to Beneficiaries and Policyholders 
$7,188,970.44 
(Increase $227,079.41) 





The 
Lire InsuraNcE CoMPANY 


- VIRGINIA 
<3 


























ROCKFORD LIFE: 


HAS A MESSAGE 
FOR YOU 


It Concerns General Agencies 






President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois 


Dear Sir: 


SEND ME THE MESSAGE 
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Home Office Buildings of 
Distinction 
(Concluded from page 13) 


planning this edifice was their success 
in eliminating unnecessary floor obstruc- 
tions. The main workrooms in each 
frontage of the building are 40 x 120 
ft, in size, without a single column or 
other obstruction in evidence. The 
building is heated by oil-burning fur- 
naces, modernly air-conditioned 
throughout, and altogether offers facil- 
ities for the most efficient operation 
among pleasing, home-like surround- 
ings. 

Since 1930 the Fidelity building has 
become something of a landmark by 
reason of the splendid flood-lighting 
system installed that year. At night 
the entire structure becomes a veritable 
Aladdin’s castle of gold as it is bathed 
in the rays of 90 powerful searchlights 
so cleverly hidden that the source of 
light is not apparent. 

The main entrance is illuminated to 
a brilliant light amber tone which is 
balanced by a flood gold of varying 
tints on the wings. The crowning touch 
of individuality appears in the illumina- 
tion of the face of the arch. Two 
slender luminous standards 26 ft. in 
height serve to conceal 20 powerful 
searchlight reflectors which flood the 
face of the arch with light. This is the 
only lighting installation of this char- 
acter in the world. 

In beauty, visibility and size, this in- 
stallation is also one of the outstand- 
ing permanent lighting displays of the 
world. 

The installation was designed by 
Isaac Hathaway Francis under the di- 
rection of JZantzinger, Borie and 
Medary, the architects. 


Go After Those Renewal 
Dollars 


Conservation a Service of 
Paramount Importance, 
Says R. J. Costigan 


“A salesman who does not put forth 
every effort to keep the business that he 
has written on the books is certainly 
doing an injustice to himself and to his 
clients,” says Manager R. J. Costigan 
of the Kansas City Branch, Business 
Men’s Assurance Company. Mr. Cos- 
tigan believes that the salesman who 
fails to follow through by keeping in 
touch with his policyholders soon loses 
their confidence. They regard him as a 
man who does not take his business 
seriously—that his big interest is in the 
commission he makes from the original 
sale. 

It is Manager Costigan’s belief that 
“Conservation is a big part of the serv- 
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longer in the business. 


writing.’ 


Do the Work of a Life 


Insurance Man 


By 
WALTER CLUFF* 


F you were a practicing physician, you 

would have to maintain regular office hours 
and answer emergency calls whenever they 
were made, whether day or night. 
what a doctor has to do, that is the work of 
being a doctor. 

If you were a school teacher, you would 
have to report to your schoolroom at a reg- 
ular time every morning and remain there 
teaching the school, 
day. Then in the evening you would have 
to make out your reports and prepare for the 
next day’s 
have to do regularly every day because that is the work of a school 


If you were a merchant, you would have to be at your store, open it 
regularly at a certain hour every morning and remain in the store 
looking after your business interests all day long. 
to do anything else, you would not long be a merchant, for the work 
of a merchant requires diligent personal application to business. 

Some of us seem to have hazy ideas as to the work of a life insur- 
What does a life insurance man have to do? 
That is, if he is to be dignified with the title of a 


The following schedule will have the endorsement of anyone whose 
opinion in life insurance matters would be considered. 

Ten calls a day, 50 calls per week, 2450 calls per year, as a mini- 
mum; 3 to 5 interviews per day, 20 interviews per week, 1040 inter- 
views per year; a definitely planned program made out the night 
before, and an accurate daily check upon results each day. 

That’s the work of being a life insurance man, as definitely cut 
out for him as is the work for the doctor, for the teacher, or for the 


We say that if you don’t like the work that a life insurance man 
must do, then you are doing yourself a great injustice if you remain 
Don’t you realize that you do not do yourself 

any good, nor are you a great, shining example of the dignity and 

worthwhileness of the business of writing life insurance unless you 
are doing your level best to succeed? 

We are not trying to be hard-boiled, or to make rash statements, 
| but we do like to see the man who is doing, to the best of his ability, 
| the work that his business requires that he do. For that man there 

is hope, there is satisfaction, there is reward. But for the one who will 

not do the work of a life insurance man there is certain failure, and 
| we should like to see him out of the business. 


*Author of ‘“‘Life Underwriting Efficiency’ and ‘The 





That is 


hour after hour, all 


work. These things you would 


If you attempted 


What is re- 


Spirit of Life Under- 











ice that should be rendered to all policy- 
holders by the salesman, by which he 
naturally builds a large renewal ac- 
count, and that he will also be highly 
compensated through leads he _ will 
secure from his old policyholders by 
calling on them and keeping the busi- 
ness on the books.”—B. M. A. Bulletin. 


A pleasant provision of Chinese law 
requires the execution of all officers and 
directors of any bank that fails. Al- 
though this may be carrying capital 
punishment to extremes it seems to 
have had a salutary effect, as China has 
not had a bank failure in 1,200 years. 

American Central Items. 














™ mortgage loans 


Insurance out- 


of life 


companies 
standing at the beginning of 1932 
approximated the total of 1925, ac- 
cording to data compiled by the 
U. S. Department of Agriculture. 
The amount of such loans in Jan- 
uary is estimated to have been $2,- 
015,284,000, which was 93 per cent 
of the total outstanding on January 
1, 1928, when they were the high- 
est in the 25 vears covered in the es- 
timates. Nine states (Washington, 
Nevada, Texas, Illinois, Wisconsin, 
Michigan, West Virginia, North 
Carolina and Maryland) had more 
farm real estate credit from this 
source than during earlier years. 
New loans, including some renewed 
loans, declined from $279,000,- 
000 in 1927 to $194,000,000 in 1930; 
the proportion of new loans to to- 
tal outstanding declined from 13.2 
per cent in 1927 to 9.6 per cent in 
1930. The volume of new credit 
has, however, been well sustained 
in the Pacific region. 


* * * 
Oise George White, 
of Ohio, has announced the ap- 


pointment of Charles F. Williams, 
president of The Western and 
Southern Group of Insurance Com- 
panies, as a member of the com- 
mittee authorized at the special ses- 
sion of the Legislature “to study 
the subject of tax and mortgage de- 
linquencies and foreclosures with 
reference to homes, farms and small 
business properties.” The first 
meeting of this committee took 
place at the Capitol in Columbus 
last week. 


- * * 


Prof. David McCahan, 


of the Wharton Finance School, 
University of Pennsylvania, ad- 
dressed the twenty-five students 
who are taking the four courses 


for a life insurance degree at Fort 


‘ 


Texas, a few days ago. 


Worth, 
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®EL-OLKS AND (2.443; 
ACTS 


IN LIFE INSURANCE 


Eu. Silliman, 
of the Silliman Insurance Agency 
of Camden, Ark., was elected presi- 
dent of the Southeast Arkansas 
Golfers Association at a meeting 
recently held at the Pine Blu‘f Golf 
and Country Club. 


* > x 


J + Burton Webster, 
formerly of Little Rock, Ark., has 
been appointed regional superin- 
tendent in charge of the Southern 
zone for the Penn Mutual Life In- 
surance Company, Philadelphia, Pa. 
Mr. Webster was formerly vice- 
president and trust officer of the 
American Exchange Trust Com- 
pany. He moved to Philadelphia 
in January, 1930, when he was made 
director of the conservation depart- 
ment of the Penn Mutual. 


* * * 


Glenn E. Rogers, | 


farm mortgage specialist, has been 
appointed manager of the Farm 
Loan Division of the Metropolitan 
Life Insurance Company, to suc- 
ceed the late Frank L. Bashore, 
who died August 7. 
1924, Mr. Rogers has been assis- 
tant manager of the division. 


* * * 


Shaded trout streams 
and the old swimming hole lured a 
group of Indianapolis representa- 
tives of the Union Central Life to 
a Michigan camp, where they en- 
joyed a week of recreation as a re- 
ward for record summer produc- 
tion. The camp is situated in a 
tract of 640 acres and has its own 
private lake more than a mile in 
iength and half that distance wide. 


No formal meetings were sched- | 


uled for the week, but the trip af- 
forded opportunity for members of 
the party to get together in spare 
time and discuss the new methods 
of selling recently inaugurated by 
the Union Central. 





Since May,. 


By Fraar Ez lounge 
WOULD no more think of passing a 
book store without browsing than— 

well, than admitting that I have read 
very little of the worth-while products 
they offer for sale. Browsing, I have 
observed, gives one a cultured sort of 
feeling and besides, it’s a pleasant way 
to spend an occasional half-hour. §p, 
in this second-hand book stall I found 
great stacks of yellowed weekly mag. 
azines: Collier’s, The Saturday Evening 
Post, Life and Puck, all dated between 
1896 and 1905. “How much?” I queried 
diffidently, for I feared the antique 
vogue might have spread to the second. 
hand magazine trade. “God help the sur. 
plus,” I exclaimed mentally when in. 
formed that three for a quarter or ten 
cents each would be about right, think. 
ing of my limited attic space as much 
as my dollar sixty-five. 


* * * 


HILE these old prints offer star- 

tling and interesting evidence to 
support the allegation that “The world 
do move,” much of the content en- 
phasizes the snail-like pace that it 
makes. For example, the distributors 
of de Lossy-Holden Champagne pointed 
with pride to the fact that this was the 
favorite wine of the Prince of Wales 
| The same old whiskey and gin brands 
that are offered for sale today were 
being advertised and, according to the 
dramatic critic of Life, the stage was in 
a bad way. Calling a spade by its 
proper name, Mr. Metcalfe said: “The 
flood of slime which threatens to over- 
whelm the American stage rose six in- 
ches or a foot above the footlights of 
the Lyceum Theatre last week.” Then 
he proceeded to give his interested 
readers a first-hand account of the dit 
on display in “The Tree of Knowledge.” 

* . ~ 


lege insurance advertising contributed 
to the interest of the periodicals 
| The Travelers annual statement for the 
| year (1898) pointed to more than $22- 
| 000,000 insurance in force in the life 
department; The Equitable reminded 
that endowments purchased in the 
springtime of life would make the wit- 
| ter safe and comfortable, and the 
| Prudential even then was _ proudly 
| heralding “the magnificent gains @ 
every department of its business,” gait® 
which brought the insurance in foree 
| up to $363,117,590. The ads looked much 
| the same as now for, of course, Fe 
/ean’t do much about the physical a> 
| pearance of the Rock of Gibraltar or 
| annual statement. 
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ORDINARY —~- GROUP 


Provident Leaders’ 
Annual Convention 


Club Addressed By 
Gov., Ins. Commis- 
sioner and President 
M. A. Linton 


Addresses by Governor 
Blackwood of South Carolina 
and Insurance Commissioner 
Edgar C. Lawson 
Virginia, a successful golf 
tournament, perfect weather, 


and prevailing optimism fea- | 


tured the five-day convention 
of the Provident Mutual 
Leaders’ Club at the Green- 
brier, White Sulphur Springs, 
West Virginia. The topic of 
the convention was “Tuning 
In with the Times.” 

One hundred and sixty-one 
persons comprised the party. 
There were 96 qualified mem- 
bers of the club, of whom 
were designated as 
Blue Ribbon Winners, having 
a production of more than 
$400,000. The first day of the 
convention was set aside for 
them. 

The Tuesday session was 
presided over by Sigourney 
Mellor, president of the club. 
Greetings were extended by 

(Concluded on page 23) 


of West | 
| home offices and the agency 


NEW LIFE YEAR BOOK 
PUBLISHED THIS WEEK 


Sixtieth Annual Edition of Industry's Most Popular 
Reference Book Issued in Two Volumes 


The Life Insurance Year Book, the standard an- 
nual encyclopedia of life insurance, has this year 
been issued for the first time in two sections—the 


_Executive Edition and the Sales 
The division of the 


Edition. 


umes has been made in con-©— 


formance with demands and 
suggestions received from 


field, where it was felt that 
the usefulness of the manual 
would be increased by two 
compact, light and easily 
portable volumes in contrast 
with the bulky single edition 
of former years. 

That the 1932 issue of this 
volume surpasses all previous 


issues in usefulness, there can | 


be little doubt. Both sections 
are printed on strong light- 


weight paper, bound in fabri- | 
coid and can be handled read- | 


ily at all times and carried on 
canvassing trips in a port- 


folio if necessary. The mate- 


rial of both sections is quick- 
ly accessible by the use of the 
quick reference index located 
in the center of the book. 


The Sales Management Edition 
This section contains his- 


tories of life insurance com- | 


Management 
book into two vol- 





Joins Republic Life 
As G. M. 


DALLAS, TEX., Aug. 29— 
John G. Vaughn, for several 
years with the state insur- 
ance department as first as- 
sistant life insurance com- 
missioner, has resigned effec- 
tive September 5 to become 
general manager of the Re- 
public Life Insurance Com- 
pany of Dallas. He will be 
associated with R. H. Banta, 
executive vice-president of 
the company, and will have 
general charge of the man- 
agement of company affairs. 

The Republic Life has 
moved its headquarters from 
the Dallas business district 
to the skyscraper it recently 


bought in Oak Cliff. 











panies, the compendium of of- | 


ficial life insurance reports 


and loss statements for 1931, 
(Concluded on page 20) 


| 


| operations 


e~ 


INDUSTRIA 


Summary of Life 
Insurance In 1931 


New York Department 
Records History of 
Operations of Fifty- 
Two Companies 
ALBANY, N. Y., Aug. 29— 

The results of life insurance 

during 1931 by 


United States and Canadian 
companies authorized in New 


York State have been ascer- 


tained by George S. Van 
Schaick, superintendent of in- 
surance, although the volume 


| covering this line of insur- 


ance is not yet off the press. 
An advance report giving 
summaries of the principal 
figures before audit appeared 
in April last. 

The present volume will 
contain abstracts as well as 
tabulations from the state- 
ments after audit of 19 active 
life companies of New York, 
29 of other states and 4 
United States branches of 
Canadian companies, a total 
of 52; as also abstracts of 12 
New York pension funds and 
retirement systems and of 


| several inactive companies. 


|for the year 1931, the gain | 
| sented 


The life companies repre- 
in New York carry 
(Concluded on page 25) 


Executives of the Provident Mutual and officers of the Leaders’ Club. From left to right: Edw. W. Marshall, Franklin C. Morss, 
M. A. Linton, F. Phelps Todd, Isaac Miller, Donald MacKinnon, Sigourney Mellor, Henry Sonneborn. 
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Aetna Life Producers 
Stage Drive in Ark. 


Members of Gordon Camp- 
bell Agency Honor 
Leader on Birthday 


LITTLE Rock, ARK., Aug. | 


29—Seventy-two agents for 
the Aetna Life Insurance 
Company in Arkansas and 
Louisiana, presented 217 ap- 
plications for life insurance 
totaling $606,686, to Gordon 
H. Campbell, general agent 
for the company, in honor of 
his birthday, Saturday. The 
agents included _ birthday 
greeting cards with the ap- 
plications. Each card carried 
the name of the agent, and 
the number of applications 
obtained by him during the 


campaign held in honor of | 


Mr. Campbell’s birthday. The 
cards were made into a giant 
greeting card, which was pre- 
sented to Mr. Campbell by 
Louis M. Samuel, Aetna rep- 
resentative in Little Rock. 
H. D. Edwards, agency 
supervisor of the Gordon H. 
Campbell agency, said that 
this was one of the most suc- 
cessful campaigns for busi- 
ness ever staged by the or- 
ganization, and that the busi- 
ness secured in this drive is 
evidence of the fact that con- 
ditions in this section of the 
country are looking brighter. 


National Equity Convention 
LitTLE Rock, ARK., Aug. 
29—Representatives of the 
National Equity Life Insur- 
ance Company held their an- 
nual meeting here at the home 
offices of the company in the 
Hall Building last week. 
About 20 were present at the 
meeting at which talks were 
made by the following: C. E. 
Lowry of Little Rock, presi- 
dent of the company; N. F. 
Myer of Malvern; Hal Nor- 
wood of LaFayette, La.; J. 
Weldon Crawford of Tulsa, 
Okla.; M. J. Harrison of Lit- 
tle Rock, and Dr. W. R. Rich- 
ardson of Little Rock, medical 
director of the company. 


Non-Medical Privileges 
Extended 

Further liberalization of 
rules governing the writing 
of non-medical business has 
just been announced by offi- 
cials of Pilot Life, Greens- 
boro, N. C., granting the non- 
medical privilege to agents in 
the amount of $5,000 upon the 
following basis: 

Full-time agents with 12 
months’ consecutive service, 
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July Health Record Licensed in Kentucky 


Baltimore Election B | Louts a, K 
etters For UISVILLE, Y.— Aug. 29 
BALTIMORE, Aug. 27 — ormer Mark | —Acting Insurance Commis. 


The Baltimore Life Under- || Mortality Rate Reaches New | sioner Charles I. Brown, at 


writers Association will hold | | . | F kf Cy as 
its annual meeting on Sept. 8 | | All-Time Low at 7.55 tte ao The Old Rese 
at the Emerson Hotel, at Per 1000 | lic Credit Life Insurance 


which officers for the ensu- 


ing term will be elected. The NEw York, N. Y., Aug. 29 | ci Chicago, has been 
following have been nomi- —That July 1932 health con- — ee operate rvs Ken. 
nated: Perrin B. Lowery, for | ditions were the best on rec- ee . Ce & a 
—, er L. _ | ord is indicated by mortality eee army $612,549.49; 
Reheriean pe dh ning, eetteties conned by the! _ sh . $ : ms — 
ee ' Y - Metropolitan Life Insurance | SU*P!™S, $211,531.87. 











Company whose millions of | ——— —— 
















industrial policyholders in| figures have never been ap- 
the United States and Canada | proached in July of any other 


a delivered at least $50,- | constitute a reliable cross-| year and the improvement, as 
= new yma Bageare Moa | section of the populations of | compared with 1922, is con- 
previous 12 months, and hav-| the two countries. The death | siderabl Dé an indi 
ing maintained a persistence © eters mae 
| ratio upon the preceding 12/ to the Metropolitan records, | for the 1932 figure is based 
| months business of _either | was 7.55 per 1000, which is | in part, upon the mortality of 
70 per cent of policies re-| slightly better than the pre-| infants, while in 1922 the 
| newed or 70 per cent of vol-| vious minimum of 7.56, re- company wrote no insurance 
ume of old business renewed. | corded in July 1922. These | upon infant lives. 


rate for the month, according | cated by the above figures, 
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TIME TELLS 
AN INTERESTING STORY 


The first policy issued by the Missouri State Life Insurance 
Company was written in December, 1892. The Company was 
legally born a month earlier, or on November 23, 1892. At 
the close of its first year, it had 603 policies in force totalling 
$902,000 of insurance. 


Twenty years later, or at the close of 1912, the Company had 
Capital and Surplus for protection of policyholders amounting 
to $1,691,399, Admitted Assets of $8,001,457, and Life Insur- 
ance in Force, $71,411,018. 


Today, as it rounds out its fortieth year of service, the Company 
has Capital and Surplus for protection of policyholders, $7,564,- 
953, Admitted Assets, $154,944,349, and its volume of life in- 
surance in force is well over the Billion Dollar mark. 








The Missouri State Life is proud of its Forty Years of unfail- 


ing service. 









A Good Company to Represent 


MISSOURI STATE LIFE INSURANCE COMPANY 


St. Louis, Missouri 


Paid to Policyholders and beneficiaries in 1931.......... $24,442,491.89 
$162,550,485.4 
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Satisfied With the 


Insurance Business 


Some Things to Be Glad 
About as Listed By a 
Life Insurance Man 


“When I look around my 


| 
| 


neighborhood and see what’s | 
happened to the ‘good jobs’ | 


my neighbors had three years 
ago, I’m glad I’m in the life 
insurance business,” says J. J. 
Doyle, manager of publica- 
for the Western and 


tions 
Southern Life, Cincinnati, | 
Ohio. And then, Mr. Doyle 


proceeds to sum up the entire 
situation and makes a very 
comfortable case for life in- 


surance. His other glad 
“whens” follow: 
“When I see others re- 


stricted to two days’ work a 
week—I’m glad I’m in the life 
insurance business. 

“When I reflect on the num- 
ber of efficient workers in 
other lines who have been 
squeezed out by mergers and 
inventions—I’m glad I’m in 
the life insurance business. 

“When I observe men who 


have served their firms faith- | 
fully for many years laid off | 
to make way for younger men 
—I’m glad I’m in the life in- 
surance business. 

“When I ponder on the fact 





Massachusetts || 
Mutual Life 


a synonym for 
Quality and 


Excellence in 


Life Insurance 


Massachusetts 
Mutual Life 


Insurance Co. 


Springfield 


Massachusetts 








Organized 1851 
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Policy Loans Demand 
Slackens 


Since April there has 
been a gradual decrease 
in the demand for policy 
loans, according to the 
experience of the Mis- 
souri State Life Insur- 
ance Company. In Aug- 
ust the average daily 
ratio of such loans has 
been well below half the 
daily average in April, 
while some of the loans 
made in the early part 
of this year are now 
being paid off. It has 
been the policy of the 
company to promptly 
handle all requests for 
policy loan and cash sur- 
renders. 











that a man’s earning power 
in most jobs is dependent on 
seasonal conditions or the law 
of supply and demand—I’m 
glad I’m in the life insurance 
business. 

“When I realize that I can 
earn as much now as ever, and 
that the purchasing power of 
my earnings has increased 
over 20 per cent—I’m giad I’m 


| in the life insurance business. 


“When I consider that for 


| increased efficiency I not only 


receive increased compensa- 
tion but increased rate of 


| compensation—I’m glad I’m 


in the life insurance business. 

“When I perceive that the 
thing in greatest demand to- 
day is safety for savings, and 
that there is no safer finan- 
cial institution in the country 
than the business I represent 
—I’m glad I’m in the life in- 
surance business. 

“When I meditate upon the 


| fact that the business is grow- 
| ing, assuring promotion for 


industrious effort—I’m glad 
I’m in the life insurance busi- 
ness. 

“When I recognize that no 
prejudice of any kind exists 
and that my future depends 
solely on my own merits, that 
I always have work to do and 
that the more work I do the 
more I make—believe me, I’m 
glad I’m in the life insurance 


| business.” 


Manages Life Department 

LOUISVILLE, Ky., Aug. 29— 
Snyder Brothers, general 
agency, Louisville, has an- 
nounced the appointment of 
Ben Baggett, of Dallas, Tex., 
as supervisor of its life in- 
surance department, repre- 
senting the Columbus Mutual 


| Life Insurance Company, of 


SSS! = COlumbus, Ohio. 








Last year the 





Metropolitan 





printed and 
distributed to 
policyholders 











and others 





more than 


38 million 
Health and 
Welfare 


Booklets. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


ONE MADISON AVE., NEW YORK, N. Y. 




















FREDERICK H. ECKER, PRES. 
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New Life Year Book Pub- 
lished This Week 
(Concluded from page 17) 


the aggregates of both the 
compendium and the gain and 


loss sections and a _ special 

sales building section. 
Under the historical sec- 

tion is found a detailed ac- 


count of the outstanding 
events of each company since 
its inception and an account 
of the company’s adminis- 
tration and repute. Classes 
of insurance written by the 
company, the amount of all 
classes and plans of insur- 
ance outstanding at the end 
of 1931, the reserve bases em- 
ployed by the company, to- 
gether with the names of the 
officers and directors and the 
states in which the company 
operates, are included in this 
section. This section gives 
also a separate and complete 
presentation of the historical 
data of assessment and stip- 
ulated premium associations 
and fraternal orders operat- 
ing in the United States. 

As a companion book, the 
Compendium has met with 
increasing demand among 
agents. As a section of the 
Sales Management Edition, it 
contains every item of the of- 
ficial detailed statements of 
over 300 legal reserve life in- 
surance companies operating 
in the United States. De- 
tailed items of income, dis- 
bursements, assets and lia- 
bilities are included in this 
section. New business writ- 
ten and terminations are ana- 
lyzed for each company so 
that changes in the amount of 
insurance outstanding at the 
end of the year can be readily 
observed by the user. The in- 
surance exhibit is separated 
into ordinary, industrial and 
group insurance. Aggregate 
amounts for all companies 
are given. The grand aggre- 
gates are subdivided into or- 


dinary aggregates and in- | inthe United States. 
dustrial aggregates. statutory requirements have 
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gia, Indiana, Kentucky, 
Virginia, write today to: 


LOUISVILLE, 





AN AGENCY COMPENSATION 
INTERESTINGLY NOVEL AS WELL AS ATTRACTIVELY 
LIBERAL. 


ESTED 


RENEWALS 


FULLY PAID 


IN 


PLAN THAT IS 


The payment of standard nine-year renewal commissions— 
fully paid in four years—is only one of the many features of 
Commonwealth service to agents. 
cerning this unique compensation plan, or for information 
about good openings in Alabama, Arkansas, Florida, Geor- 
Mississippi, Tennessee or West 


For further details con- 


COMMONWEALTH LIFE 
INSURANCE COMPANY 


KENTUCKY 











The Executive Edition 
A feature of this book is 
the digest of statutory re- 
quirements of legal reserve 
life companies 
ment associations operating 
The 


and assess- | 
companies to transact busi- 


| been brought up to date and 


cover for each state of the 


United States and each prov- | 


ince of the Dominion of 
Canada the admission of 


ness within their borders, 
fees, licenses and taxes to be 























Life Insurance 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. Address 


EXCLUSIVE 
care of THE SPECTATOR 
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Territory unsurpassed and large enough for an unlimited production. | 

















paid and such additional] jp. 
formation as will enable a 
manager to fully comply with 
the laws. 

In this section is also pre- 
sented the statistical history 
|of life insurance companies 
extending over a period of 
ten years. American legal 
reserve life insurance compa. 
nies and some of the leading 
Canadian life insurance com. 
panies are presented. Sta- 
tistical information presented 
for each of the ten years js 
divided into such essential 
items from the annual state- 
ments as premium income, 
total income, death claims, 
endowments, surrender yal- 
ues, dividends to policyhold- 
ers, total disbursements, new 
business written and _ insur- 
ance outstanding. The assets, 
liabilities, capital and surplus 
are also presented. 

The only complete record 
containing the experience of 
life insurance companies in 
the respective states in which 
they operate is presented un- 
der the Life Insurance by 
States Section. 

This section also includes 
a table setting forth all cash 
and stock dividends to stock- 
holders over a twenty-five- 
period of all stock legal re- 
| serve life insurance compa- 
nies operating in the United 
States. The dividend record 
of some 150 such companies 
|is given. A ten-year statis- 
tical record of the operations 
of the leading Canadian com- 
| panies is included in this sec- 
| tion, as well as tables show- 
ing death rates, terminations 
| by lapse, terminations by sur- 
render, terminations by sur- 
| render and lapse, and a re 
sume of industrial insurance 
in the United States is also 
included. 

The price of the Insurance 
| Year Book which is this year 
| issued in four volumes—two 
| life volumes, a casualty vol- 

ume and a fire volume—is 
$60. The Sales Management 
| Edition of the Life Insurance 
Year Book is $15 for single 
| copies, including special re 
ports to the general agent 
| and all field men. With quan- 
tity purchases, copies may be 
| secured for as low as $10. 
| The Executive Edition may 
be purchased by home offices 
in connection with the Sales 
| Management Edition for $25 
| per set of two volumes. After 
/the purchase of one set of 
| the two life volumes, any 
|number of additional copie 
| may be obtained for as lo¥ 
/as $10 each for quantity 
| orders. 


| 
| 
| 
| 
| 
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Robertson Law Is 


Scheduled for Test 





Texas Legislature May 
Consider Alteration 
at Special Session 


DALLAS, TEx., Aug. 
While there is an effort being 
made to prevent it, those close 
to legislative matters believe 
a proposal to change the Rob- 
ertson insurance law will be 
offered at the special session 
of the legislature called for 
August 30. Governor Ster- 
ling included in the subjects 
to be considered at the spe- 
cial section, the changing of 
the insurance code to permit 
life insurance companies a 
wider range of investments in 
Texas. 

It was said the governor 
meant to have a law which | 
would permit the life insur- 
ance companies to invest in 
“new home loan banks” but 
that the wording of the call 
is such that a revision of the 
Robertson law may be under- 
taken with a view of obtain- 
ing more money for taxes 
and cheaper money in Texas 
for home owners, farmers, 
ranchers, etc. 

A bill has been prepared 
for introduction at the special 
session which would place a 
tax upon the premiums col- 
lected by Texas life insurance 
companies and which would 
repeal the investment clause 
of the Robertson law. Just | 
how far that bill will get re- 
mains to be seen. Those who 
have the bill prepared say it 
would mean an additional | 
$1,000,000 in taxes which are 
badly needed at this time. 

But the opening of the 
question of the repeal of the 
Robertson law would extend 
the special session beyond the 
time planned by the governor, 
and for that reason it is 
hoped by the life companies | 
that it will not be suggested | 
at the called session. 

The recently organized 
“association for the modifica- 
tion of the Robertson insur- 
ance law,” is definitely op- 
posed to opening the ques- 
tion at the special session. 


Resigns as Manager 
W. A. Gillespie, general 
agent of the Oregon Mutual | 
Life in San Francisco since | 
May, 1929, has announced his 
resignation, effective October | 
1. No announcement has been 
made regarding the future 
Plans of Mr. Gillespie, but | 
it is understood that he will | 
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Prudential Group Sales 

Twenty-one group life in- 
surance policies covering the 
lives of 1426 persons engaged 
in different industries 
throughout the United States 
and involving a total of $1,- 
822,500 have recently been is- 
sued by the Prudential Insur- 
ance Company of America, 
thus showing the trend to- 
ward this form of protection 
by executives throughout the 
country. 

The employees are insured 
in amounts ranging from 


| $500 to $5,000, all the policies 


being of the contributory 
type, with the employees 
themselves paying a part of 
the premiums and the em- 
ploying companies assuming 
the remainder of the expense. 








probably return to personal 
production. 


Insurance Advertisers 
to Stress Stability 


Conference Members Ap- 
point Committee to Devise 
Uniform Plan 


Vice-President Kenilworth 
H. Mathus of the Insurance 
Advertising Conference 
chairman of its Life Group 
has appointed a committee to 
| study ways in which the 
strength of life 
may be worked into current 
advertisements of all the com- 
panies. This committee con- 
sists of: 

R. C. White, of the Frank- 
lin Life; Cloe Peterson, of 
'the Business Men’s Assur- 

ance; Leroy Cushman, of the 
Massachusetts Mutual. 

This committee will report 
on its findings at the October 
convention of the I. A. C. 


and | 


insurance | 





Mass. Mutual Leaders 


Roger E. Lord, an agent 
for the Massachusetts Mutual 
Life in St. Louis, Mo., led 
all of the 3500 agents of the 
company in the country in 
the production of new busi- 
ness during the first seven 
months of this year. Wil- 
liam Van Sickler of St. Louis 
ranked third. The St. Louis 
agency was third among the 
seventy-six agencies of the 
company, being surpassed 
only by two agencies in New 
York City. 


Among suggestions offered 





| is that of a slogan which may 


| pany 


be placed in a special para- 
graph or box in their com- 
advertisements when- 
ever appropriate, and that al- 
so may be used on letterheads, 
booklets, and various pieces 
of printed matter. 








Insurance. 






















HOME OFFICE BUILDING 





make a start. 


the Years”’ 


This is a $1,000 20 Payment Life policy issued at age 35. 
Present cash value, includ- 
ing dividend deposits, amounts to $1,146.21. 


Total premiums paid—$766.80. 


these years the beneficiary has been protected for $1,000. 


A life or endowment policy (but not term 
insurance)is an Insured Savings Plan with 
guaranteed values for Retirement. 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK, N. Y. 


“A Source of Comfort Through 


The Record of a Small Policy 


The following letter from a Wisconsin clergyman illustrates strik- 
ingly how even a small life policy kept in force may be the chief 
or sole means to security and peace in the later years of life: 


““My mind goes back across the years to an afternoon in 
North Dakota, when a representative of the New York 
Life came to my home and urged me to take out some Life 
I believed in insurance but was too poor to 
I was so short of money that the agent 
had to lend me the money for my first premium. My only 
regret is that I did not let him make it three thousand 
instead of one, as he wanted to do. 


“It has been a source of comfort through the years, to 
have even so small an amount in a safe place. 
are no longer young, and have decided to buy a little home. 
This means that we need the small savings the New York 
Life has been keeping for us these many years. . 


Now we 
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Through all 


















Life Insurance 


















OPPORTUNITY 


May Be With 
The Colonial Life 


_ Insurance Company 
of aero 


| 33 Y ted 1897 
| iz — wy Jersey Laws 








By Colonial Policies 






| Over 570,000 People Protected 


| More Than 123 Million Dollars 


Insurance in Force 







Industrial Policies from Birth to Age Sixty 
Ordinary Policies from Age Fifteen to Age Sixty 


Operating in 
New Jersey, New York, Pennsylvania and Connecticut 
Home Office, Jersey City, New Jersey 


Tell All About Yourself in First Letter 
Here’s A CHANCE FOR THE GO-GETTER 
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A SEAT + the 


= iy Milwaukee, Wis. XS 


COUNCIL 


TABLE 


Because all of its Officers are field-minded and 
many have had years of field experience, the best 
interests of Tollica's underwriters are always to 
the fore. 

Sound business principles 


Continuity of management 


A full understanding of the Agent's 


problems 


The realization that the man in the field 


is a vital factor 





‘ i mpany of America 


» ae 


Operates in the following states: 


California 
Iiinois 
lowa 


Successful and permanent connections 












Michigan Oregon Washington 
Minnesota South Dakota Wisconsin 
Ohio Texas 

















No Depression for This Man 










He_ sells something that 
everybody needs—the protec- 
tion afforded by United Life 
policies. which contain ALL 
IN ONE CONTRACT: 


LIFE INSURANCE WITH 
DOUBLD AND TRIPLE IN- 
DEMNITY FOR ACCIDEN- 
TAL DEATH. 


NON CANCELLABLE, 
NON- PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 











WAIVER OF PREMIUMS 
FOR TOTAL AND PERMA- 
NENT DISABILITY. 








In addition to attractive 
policy contracts in the form 
of ordinary life, limited pay- 
ment life, endowments, month- 
ly income, educational endow- 
ments, and juvenile insurance 
he offers 











THE INCOME INDEMNITY 
CONTRACT — THE NEVER 

FAILING SUBSTITUTE FOR 
THE SALARY CHECK. 


His advice to ambitious 
agents is this: Get in touch 
immediately with 












United Life and Accident Insurance 
Company 
Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 























































CONTACT 


Attractive agency contracts, satisfied 
policyholders, and a full line of salable 
modern policies are all part of the 
Franklin Fieldman’s advantages. 





In addition, there is another vital ad- 
vantage which is more than cooperation 
from the Home Office, more than service, 
more than interest, sympathy and under- 
standing help combined. 


This additional advantage is the courte- 
ous, satisfactory and instantaneous action 
which every fieldman wants for his pros- 
pects and policyholders. 


That kind of action requires what might 
be called CONTACT between each link 
in the chain from the field, through the 
Home Office, and back to the field again. 


We have studied this contact, cultivated 
it, encouraged it, and proved it to be one 
of the outstanding valuable advantages 
in the Franklin Fieldman’s equipment. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 
Springfield Illinois 
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Provident Leaders’ 


Annual Convention 
(Concluded from page 17) 
Franklin C. Morss, manager 
of agencies, and introduc- 
tions of new members were 
made by Walter D. Cross, 
assistant. 


A most enthusiastic recep- | 
tion was accorded Edgar C. | 


Lawson, insurance commis- | 
sioner of West Virginia, when 
he stated that in today’s 


crisis only two securities are 
sure of paying one hundred 
cents on the dollar—cold cash 
and life insurance. 


Wednesday's Session 
Isaac Miller, secretary and 
treasurer of the club, presided 
at the Wednesday sessions. 


Carlton R. Gordon, of Easton, | 


Pa., made the opening ad- 
dress. 

Deloplaine McDaniel, of 
Philadelphia, also brought 
out clearly the need of new 
prospecting methods to tune 
in with the times. He showed 
that it is the veteran agents 
who are experiencing the 
most difficulty in keeping up 


production, and suggested ex- | 
perimentation with new meth- | 


ods of prospecting. 

The golf tournament was 
won by Dean C. Bryant, of 
Los Angeles, with a score of 
82. Frank Cannell, of Boston, 
was runner-up with 87, and 
G. S. Miles, of Memphis, was 
third with 88. A _ separate 
tournament was held for 
Home Office officials. This 
was won by Walter D. Cross 
with 82, while President Lin- 
ton and Vice-President Todd 
were tied for second place 
with 90 each. 


Gov. Blackwood Speaks 

Governor Blackwood, of 
South Carolina, made the 
opening address on Thursday 
morning’s session, which was 
presided over by Henry 
Sonneborn, Jr. He paid trib- 
ute to the high calibre of men 
now forming the backbone of 
the business, and invited the 
company to hold its next con- 
vention in his state. 

Henry Bossert, Jr., man- 
ager of the statistical depart- 
ment, spoke on Conservation, 
while Vice-President Edward 
W. Marshall chose as his 
topic “Our Timely Goods,” 
and outlined the change in 
popular sentiment as regards 
speculative versus guaran- 
teed investments. 

Mr. Marshall cited figures 
from the Provident’s 1932 


business to substantiate the 
fact of the tremendous 
terest 


in- 
in the investment 
Tue SPECTATOR 
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DEMNITY. 


|| An Old Line Legal Reserve 
Company 


WITH A NEW 
APPEAL 


The origin and organization of this Company 
is such that it possesses exceptional and per- 
manent interest for a wide class of insurance 
buyers—both individual and group. 


Doors stand open to the Union Labor Life | 
agent, giving him an unequalled opportunity 
for continued profitable production. 


Thus the Union Labor Life agent has a unique 
opportunity to build his production, aided 
as he is by Home Office and field cooperation 
in selling and by desirable policy forms and 
features that include WAIVER AND IN- 
‘| COME DISABILITY AND DOUBLE IN- 


Write for Agency Proposition 


The Union Labor Life Insurance |} 
Company 


Washington, D. C. 























| types of contract offered by 
life insurance companies. 
During the first seven months 
|of the year the company has 
| sold 16 per cent more single 
| premium annuities, two and 
a half times as many de- 
|ferred annuities and four 
| times as much single pre- 
mium insurance as in the cor- 
responding portion of 1931. 
T. Phelps Todd, vice-presi- 





dent, discussed the mechanics 
of preparing applications and 
getting business through the 
insurance supervisor’s depart- 
ment. Mr. Todd also dis- 
cussed mortality trends. 

The closing address of the 
Thursday session was deliv- 
ered by M. A. Linton, presi- 
dent of the company, the sub- 
ject being the immediate busi- 
ness outlook. 





Complete 
Personal 
Coverage 


safeguard. 


ance Counselor.”’ 





For all those contingencies which may interfere with 
| well-laid personal plans the Monarch offers a financial 
Provision may be made with Monarch con- 
tracts against disability from accident or illness, accidental 
death, premature death, or old age, in addition to all those 
other personal financial problems which Life Insurance has 
been so successful in solving. 


A Monarch Representative is truly a personal “Insur- 


MONARCH 


Life Insurance Company 


Springfield, Massachusetts 
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New business, he stated, 
was holding up most satis- 
factorily, the latest 1932 fig- 
ures showing 98 per cent of 
the 1931 figure to date. De- 
spite the heavy lapsation that 
has been noticed in practically 
all companies, cash receipts 
have been sufficient to cover 
all requirements and to en- 
able the investment depart- 
ment to take advantage of 
market conditions and pur- 
chase bonds at very satisfac- 
tory yields. 


To Continue Advertising 

Mr. Linton said that the 
company’s advertising would 
continue to feature the Provi- 
dent Provider contract, which 
had proved to be most effec- 
tive attention-getter. An an- 
alysis of several hundred Pro- 
vider advertising lead sales 
showed that while 52 per cent 
were on the Provider or en- 
dowment plans, 27 per cent 
were on the life plan, 7 per 
cent on annuities and only 14 
per cent on the term plan. 

A new company magazine, 
“The Provident Policy Own- 
er,” was announced by Mr. 
Linton. This new publica- 
tion will be mailed to every 


| policyholder of the company 





in the United States or 
Canada and will contain 
worth-while articles on life 
insurance and the company’s 
position. 

Turning to the investment 
field, Mr. Linton expressed 
great satisfaction with the 
present status. Out of $85,- 
900,000 of bonds and $1,400,- 
000 of stocks the total amount 
of overdue and unpaid prin- 
cipal is only $25,000, and the 
overdue and unpaid interest 
is less than $11,000. In the 
mortgage field less than 2 
per cent of the total invest- 
ments have been foreclosed. 


Final Session 
Friday’s session was under 
the direction of Donald T. 
MacKinnon of Detroit, Mich., 
vice-president of the club. 
Dr. Herbert Old, of the medi- 
cal department, presented 
facts of interest on the prob- 
lems of medical selection. 
Sales demonstrations were 
made by C. A. Post of Mil- 
waukee, R. T. Wright of Kan- 
sas City, R. H. Farquhar of 
Philadelphia. M. H. Chand- 
ler of Los Angeles, F. W. 
Henson of Newark and E. H. 
Sessamen of Birmingham 
were the prospects. 
The convention came to a 


| conclusion with the banquet, 


at which Sigourney Mellor, 


| president of the club, pre- 


sided. 
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Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 












Guaranteed 
Low Cost 


Guaranteed 


Benefits 











The 
United States Life Insurance 
Company 
In the City of New York 


Organized 1850. Non-Participating Policies 
Only. Over 81 Years of Service to 
Policyholders 


ow 


Good Territory for personal producers, under 
direct contract. 
Cw 
HOME OFFICE 
156 Fifth Avenue 





New York City 



































An Outing in Quebec! | 


Surrounded at once by the old world, alien charm 
of Quebec and the ultra-modern luxury of Chateau 
Frontenac, the Peoria Life clubs enjoy their annual 
outing this month in this delightful and _ historic 
Canadian metropolis. Their members are guests of 
their company, which thus recognizes the attainments 
of its agents who qualify for such distinction. 





A Peoria Life agent who wins admission to one of 
these clubs demonstrates more than his ability to pro- 
duce the required volume of business. The badge of 
club membership marks an underwriter of more than 
average accomplishments in service to policyholders, 
| conservation, and high professional standards. 





Peoria Life clubs are constructive and educational 
in character. They provide association with other 
successful leaders in the business. They stimulate 
the greatest productive powers and increase the earn- 
ings of their members. They make Peoria Life agents 
more effective, more prosperous, happier life insur- 
ance men. They are an important part of the Peoria 
Life program of service that helps our agents make | 
good. 


| Peoria Life Insurance Company 


| Peoria, Illinois 






















America Insures Itself | 


An enlightening new Hand Book containing Valuable 
Information as to Life Insurance for Agents, Busi- 
ness and Professional men 


By MORRIS PIKE, LLB., BS. 


N the informative work entitled Amprica INsuReEs It- 

SELF, Mr. Pike deals with the important subject of life 

insurance in a manner which appeals to agents and 
laymen, lawyers and medical men by the clearness and 
lucidity with which life insurance and its uses are 
described. 

AMERICA INSURES ITSELF has met with a prompt and 
appreciative response from the above classes of business 
and professional men. It has been aptly described as “a 
popular and clear exposition of the principles underlying 
life insurance—and of the various angles of the business— 
in an easy, flowing style, so that he who runs may read,” 
and also, as “a thorough book, a good book and one that 
is easy to read.” 

Companies would find it an admirable general hand- 
book for their agents. 


Price, per copy, $3 
Discount in Quantities 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


NEW YORK CHICAGO BOSTON 





























1857 1932 


The Oldest Life Insurance Company in 
the West. Desirable territory open for 
live agents. Has an enviable record for 
liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 
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THE FIRST SUPPLEMENT TO 
THE HANDY GUIDE, 1932 


The first supplement to The Handy Guide to Premium Rates, 
Applications and Policies, 1932 edition, has been issued by The 
Spectator Company. This supplement contains new policy forms and 
premium rates of several companies, thus bringing The Handy 
Guide fully up-to-date. 

Copies of this supplement will be supplied to those subscribers 
to The Handy Guide whose names appear on The Spectator Com- 

ny’s books, at 35 cents each, while the price to non-subscribers 
will be 50 cents. The three supplements to the 1932 edition of 
The Handy Guide will be furnished to subscribers to that book 
for $1.00. Orders should be addressed to 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
56th & Chestnut Sts., Philadelphia, Pa. 
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Summary of Life 
Insurance Results 
(Concluded from page 17) 


about 80 per cent of the busi- 
ness in force in the United 
States. The new business of 
1931, totaled nearly 14 bil- 
lions. 

The combined assets of life 
companies represented in 
New York on Jan. 1, 1932, to- 
taled $17,345,239,518, an in- 
crease during 1931 of $1,138,- 
946,876 and over 100 per cent 
increase since 1923. 

Over six and one-half bil- 
lions of present assets are 
mortgage loans and close to 
six and three-quarter billions 
are in bonds and stocks. The 
stock holdings are relatively 
small, being limited to the 
preferred and guaranteed 
classes, under the New York 
law. 

The surplus and special 
funds (including $26,970,600 
capital) over all liabilities 
amount to $1,004,131,584, of 
which $575,630,473 is held by 
the New York State Com- 
panies. 

The combined income for 
1931 was $4,197,190,959 and 
the disbursements $3,099,382,- 
991. Of the last amount 
$2,331,826,888 went to policy- 
holders and their beneficiaries. 

As compared with 1930, the 
life companies reporting to 
New York show increases for 
1931 as follows: In assets, 
$1,138,946,876; liabilities, $1,- 
061,534,769; income, $239,- 
245,932; disbursements, $312,- 
260,354. 


At the beginning of 1932 the | 
companies represented in New | 


York were carrying 25,807,- 
192 ordinary policies for over 
seventy-four and one-half bil- 
lions, and 74,526,630 indus- 
trial policies for over fifteen 
and one-half billions, totaling 
100,333,822 policies and over 
ninety and one-third billions 
insurance in force. Ordinary 
policies average about $3,000; 
industrial, about $200. 

There were 41 companies 
having 203,897 annuities in 
force involving payments dur- 
ing 1931 of $149,046,692, 
which amounts mark _ sub- 
Stantial increases for the 
year, 

The New York State busi- | 
ness at end of 1930 made an | 
aggregate of 20,319,898 pol- | 
icles for $19,757,575,505; at 
the end of 1931 there were 
20,614,074 policies in force 
for $20,257,776,201. 

The position of life insur- 
ance in New York appears in 
the following summary of 
old-line business in the state: 

Policies issued in 1931: 
ordinary 712,946, for $2,012,- 
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SERVICE 


The Foundation of Our Service 
To Local Agents 
Is a Line of Policies 
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written to meet the demands of 
who will buy life insurance today and 
tomorrow. 


If you are interested in a permanent 
connection in Ohio or New York, it will 
pay you to investigate. 


JOHN M. HULL, 


President 


FRANK F. EHLEN, 


Director of Agencies 
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BUFFALO MUTUAL 


LIFE INSURANCE COMPANY 


Founded 1872 











| 452 Delaware Ave. Buffalo, N. Y. 


7. 

















those | 


| of his company. 
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930,427;group 193, for $391,- 
855,697; industrial 2,275,688, 
for $779,624,993. Policies in 
force in New York Jan. 1, 
| 1932: ordinary 5,004,627, for 
| $14,640,269,030; group 2,349, 
| for $1,791,953,797; industrial 
15,607,098, for $3,825,553,374; 
net gain for the year 1931 in 
policies 294,176, in amount 
$500,200,696. 

Total premiums received in 
New York on these several 
classes in 1931 were $689,- 
905,842; policy claims _in- 
curred, $211,414,814; policy 
claims paid, $207,811,227. 

The addition of over five 
billions of fraternal and as- 
sessment insurance carried by 
organizations of these classes 
authorized in New York 
makes the amount of life in- 
surance carried by all or- 
ganizations reporting to New 
York at the beginning of this 
year over ninety-five and one- 
half billions of dollars. 


| 


| Shapro on Trip East 

| Ben F. Shapro, general 
agent of the Penn Mutual Life 
'in San Francisco and presi- 
'dent of the San Francisco 
Life Underwriters Associa- 
tion, is in White Sulphur 
Springs attending the con- 
| vention of the general agents 
He expects 
to return to his office before 





‘the 15th of September. 








NEW YORK CITY 


Founded 1850 


Ss + SD 


LIFE ENDOW MENT 
DOUBLE INDEMNITY 
MODIFIED LIFE 


SALARY SAVINGS 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


654 Madison Avenue at 60th Street | 


Thomas E. Lovejoy, President 


RETIREMENT INCOME 
DISABILITY 
PREFERRED RISK 
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A Solemn 
PLEDGE 


Tose insurance men 
who convene this month will 
visit the birthplace of American 
independence and Americanin- 
surance. Camden Fire wel- 
comes to Philadelphia every 
member of the National Asso- 
ciation of Insurance Agents. 


Visiting delegates will discover 
that “‘vacation”’ is a small part 
of their profit from this trip. 
They will discuss the latest 
developments in sound agency 
management, the most recent 
selling theories, the newest 
policies and their sales- 
possibilities. Camden cordially 
invites every interested agent 
to cross the Delaware bridge 
and to discuss these things 
more intimately with our 
executives. 


Thoughtful agents will take 
this opportunity to personally 
investigate the staunchness of 
the companies they represent. 
Through conservative man- 
agement and investment, the 
Camden Fire is able to quietly 


CAMDEN FIRE INSURANCE ASSOCIATION 
Camden. N. J. 


A WELCOME-AN 








When the National Association of Insurance Agents Was Formed the Camden Fire Was 55 Years Old. 
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SK ANCE DAB 
‘ AVIAN Ae fen eh, 


A Sculptor’s Impression of Camden as Seen from Philadelphia 











boast a capital and surplus based on present 
market values which is favorable under 
the flood light of any comparison. The 
company solemnly pledges itself to a 
continuation of reasonable conservatism 
and honest, fair, and helpful consideration 
of the agent’s problems. 


If every delegate leaves this 1932 convention 
with one new sales-idea and with absolute 
faithin the company herepresents, the meet- 
ings will have been unusually successful. 
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HILE indulging in some research 

work last week in preparing an 
article for THE SPECTATOR regarding the 
home office building of the Insurance 
Company of North America, the pub- 
licity department of that company 
loaned me a book printed some forty- 
seven years ago entitled “A History of 
the Insurance Company of North 


ae 
America. — ae 


SING the term applied to certain 


forms of insurance, it was rather | 


a side line compared to what I was look- 
ing for, but, like many side lines, it 
proved highly interesting both as to its 
subject matter and its many illustra- 
tions. — 


company on Front street, which it 


occupied for only two years, naturally | 


presented an amazing contrast to the 
great building it erected on Sixteenth 
street seven years ago. Its front shows 
a brick structure of three stories with 
one small dormer window on the roof. 
The scene is peaceful. One of the two 
doorways is closed, but in the other, 
which is open, a languid gentleman 
leans under the lintel. Possibly he is 
looking for business, but there is little 
in sight. At some distance a very dark- 
complexioned gentleman sits on a log, 
apparently thinking. In the opposite 
corner of the picture another gentleman, 
though it might be a lady, for the artist 
is a little hazy here, sits, also thinking, 
surrounded by two or three old barrels. 
A pickax is shown near the log-sitting 
thinker, but there is nothing to indicate 
that he is planning to take it up and do 


some work in the street which could | 


well stand a little smoothing of its ir- 
regular surface. Possibly, being as he 
is, in such close proximity to the heart 
of the insurance business of America, 
he is wondering if the day will ever 


come when he can secure unemploy- | 


ment insurance. 
* * * 

HE picture of the office erected in 

1880 is another matter. For its day 
it was an imposing structure and a pic- 
ture proudly displays the mantel and 
fireplace in the hall and “Grand Stair- 
case in Hall.” After I had examined 
for some time the picture of the first 
ofice I was curious to know who had 
drawn it, for to my way of thinking 
it was a fine piece of work. I was sure 
it was when I found this line in the 
index of illustrations: “Etching by 
Joseph Pennell.” 
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|/in a recent 


€) 


— Beckett, 


deputy insurance commissioner of 
the State of California, in an article 
issue of the United 
States Daily, discussed certain 
things under the general heading 
of factors that make for success in 
the insurance field. One point he 
considered was what he correctly 
termed one of the most unfortunate 


| features which exist in practically 
: | all lines of insurance excepting life. 
HE picture of the first office of the | 


He referred to the not wanted and 
flat cancellation practice. He 
pointed out that usually insurance 
companies, other than life, when 
issuing policies do not require the 
immediate payment of the premium 
although coverage is issued. Many 
misguided policyholders, Mr. Beck- 
ett said, together with some agents 
and brokers, take advantage of the 
situation by holding policies as long 
as possible and then returning 
them to the insuring companies as 
flat cancellation, the policyholder 
being in the meantime covered 1 
the event of a loss. Through this 
disreputable practice, he the 
insurance company is deprived of 
the premium which it has earned 
for coverage and protection actu- 
ally given. He urges brokers and 
agents to cooperate with the com- 
panies in curbing this unfair prac- 
tice and to do everything in their 
power to promote the best inter- 
of their assured and of the 
public at large. 


Says, 


ests 


* * « 


= Agencies 

able to celebrate the 
sary of three-quarters of a century 
of activity are not common. J. F. 
Deatrick & Company, of Defiance, 
Ohio, has represented the Phoenix 
Hartford, 
the 
and 
74 


present 


anniver- 


Insurance Company, of 
for 75 vears, the Aetna (Fire), 
tiartford Fire and the Home 
several other companies 
‘ears. J]. F. Deatrick, the 


for 


MAT TERS 


IN FIRE 


INSURANCE 


manager, took active charge of the 
agency in 1920. It was founded 
by his grandfather. 

* * * 


Biiet notice 
was made last week in THE 
SpecTATOR of the death of William 
J. Dutton, former president of the 
Fireman's Fund Insurance Com- 
pany, of San Francisco. Mr. Dut- 
ton had a long and distinguished 
the insurance world of 
the West. Four years after the 
Fireman’s Fund Insurance Com- 
pany was founded in 1863 in Cali- 
fornia he became a clerk in its 
marine department. Later he was 
advanced to assistant secretary 
with general supervision over the 
company’s marine business. In 
i881 he was elected secretary ot 
the company, in 1886 second vice- 
president and in 1890 vice-presi- 
dent. Upon the retirement otf 
President D. J. Staples in 1900 he 
became president and served for 
14 years. He was president of the 
board of the Marine Underwriters 
of San Francisco from 1888 to 1909 
and president of the Pacific Board 
of Fire Underwriters in 1885 and 
from 1886 to 1898 served as vice- 
president. Mr. Dutton 
in Bangor, Me., and came to San 
Francisco in 1849, 


* * * 


career in 


was born 


a the contest 
held for the selection of a Miss 
Philadelphia for the 
N.A.LA. convention question 
asked the young ladies was “How 
would you keep the women’s tea 
and bridge interesting?’ One con- 
testant wrote in answer: “I would 
have contract bridge for those who 
love bridge, and for 
those not so intelligent.” To the 
question, “What pro- 
gram would you for a 
newly-wed ?” “Leave 


hostess 
one 


gossiping 


insurance 

advise 
she replied, 
them alone.” 


Fire Insurance 








Miss Marie Hofer 
“Miss Philadelphia” 


Will Be Hostess at Na- 
tional Convention of 
N.A.ILA. 


BOUT 30 newspaper men, 
A photographers and rep- 
resentatives of the insurance 
press met last Thursday for 
luncheon at the 
Franklin Hotel in Philadel- 
phia for the purpose of meet- 
ing, photographing and in- 
terviewing the young lady 
who was selected as the Miss 
Philadelphia hostess for the 
annual convention of the Na- 
tional Association of Insur- 
ance Agents to be held in 
that city Sept. 20-23. None 
of them was surprised when, 
following the luncheon, the 
judges picked Miss Marie 
Hofer for that honor al- 
though, having seen the other 
contestants who also were at 
the luncheon, they admitted 
that the competition was 
keen. 

Miss Hofer is a brunette, 
tall and handsome, and seems 
admirably to live up to the 
requirements she herself des- 
ignated in the questionnaire 
all the contestants had to 
make out, in which, among 
other things, they described 
the five essential qualifica- 
tions of a convention hostess. 
“Tact, intelligence, poise, 
gracious manner and attrac- 
tiveness,” wrote Miss Hofer. 
One journalist was heard to 
remark, “She evidently look- 
ed in the mirror.” 


Miss Hofer lives at 220 
North Hills Ave., North 
Glenside, Pa., and is secre- 
tary to Walter T. Chase, 


head of the Henry W. Brown 
& Company Agency, of 
Philadelphia. Horace LL. 
Wiggins, managing director 
of the Benjamin Franklin 
Hotel, Mrs. Arthur B. 
Waters, director of the Phila- 


Fire Insurance 


Benjamin | 


LINES 





Is Selected To Be | Obligations Promptly Met 





Assembly, | 


Lecture 
and Thomas J. Labrum, pub- 
licity director of the Garrick 
Theatre, were the judges 
and as soon as their decision 


delphia 


was announced Miss 
was surrounded by cameras. 
Flashlights filled the air. 
Then the reporters learned 


ite sport was horseback rid- 
ing, that she enjoyed enter- 
taining and knew she would 
like being hostess to the sev- 
eral hundred women who will 
attend the convention. One 
of the questions which Miss 
Hofer answered was, “What 
do you think a woman has 
for her object in coming to a 
convention of this kind?” 
She said: “As a companion 
to her husband, father, 
mother or brother or for her 
own interest in gathering 
knowledge relating to insur- 
ance.” Regarding an insur- 
ance program for newlyweds 
Miss Hofer suggested “tour- 
ist floater, accident and 
health and life insurance.” 





| York Insurance Department. | their 


| the worst conflagration years, | 


| foresight could have provided 


Hofer | : a purpo 
|of the business, which is in- | 


| heavy, but such contingencies |. 
such facts as that her favor- | 


|other bad loss years. 


By Stock Companies 


Vice-President J. T. Robertson, of Fidelity & Guar- 
anty Fire Corp., Points With Pride to Record 
During Past Three Years of Depression 


BALTIMORE, Aug. 30—‘‘Despite the unusual con- 
ditions prevailing in the past three years stock fire 
insurance companies have met their obligations 
promptly,” declared J. T. Robertson, vice-president 
and secretary of the Fidelity and Guaranty Fire 
Corporation. ‘And this despite the number of fail- 
ures, including banks, which® cea Cg 
numbered over 2000 in 1931,” 
he said. | the adverse market would re- 

“Property values of over | _—. gr mre 
$350,000,000,000 in the United |. ere ne ee. ce well 
fre insurance companies, ac: | MA take pride in the recor 
cording to the record of com- . : sans 
panies reporting to the New | pee unusual a conditions, 

| these companies have met 
obligations promptly 
and fully over a period when 
failures have been prevalent. 

“Through it all the under- 
| lying principles of the fire in- 
surance business have proved 
sound, and it still has a sub- 
stantial foundation of pre- 
; mium production, which, 
for, because they had nothing | though somewhat depleted, is 
to do with the main purpose | yet large enough to insure a 
Duties these yeate | solid structure, and to pro- 

mote fir ace sme | vide a basis for continued 
v growth. 

“Assets of 383 companies 
at the end of 1931 were $2, 
369,244,000, premium income 
for the year was $772,823,- 








based upon such a premise, 


“Fire insurance companies 
are passing through a period 
when investment losses have 
been sustained in an amount 
far in excess of fire losses in 


losses such as no amount of 


surance. 
indemnity 


have been experienced here- 
tofore also, and though seri- 
ous they are not serious to a 


vital extent. ' | 000, and losses _ incurred 
The nature of the business | amounted to $432,025,000. 
requires investment In secur-| premium income declined a 
ities of a readily negotiable | fraction over 20 per cent 
nature. Funds must be suffi- | compared with 1929.” 


ciently liquid to make it pos- | 
sible for companies to provide 
for conflagration years and 
The 
rise in market values up to 
September, 1929, resulted in 
a like rise in the company in- 
vestment portfolio, since 
largely wiped out, and this 
experience of fire companies 
in the investment market 
proves clearly, if it has no 
other effect, that credit in 
rate should not be given for 
accretion in income due to in- 





Fire Insurance Year Book 

The 1932 edition of the 
Fire and Marine volume 
of the Insurance Year 
Book, published each 
year by THE SPECTATOR 
Company since 1873, will 
shortly be off the press. 
A detailed article con- 
cerning it will appear in 








THE SPECTATOR next 


week. 
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Heard ’Round 


ENJAMIN 
two centuries ago, organ- 
jzed the Union Fire Co., the 
first volunteer fire company 
in America and the forerun- 
ner of the modern fire de- 
partments, in Philadelphia. 
When it responds to 
alarm of fire at noon Tues- 
day, Sept. 20, and reenacts 
for the delegates of the an- 
nual convention of the Na- 
tional Association of Insur- 
ance Agents the fighting of a 
fire in historic Independence 
Square, the proceedings will 
be broadcast throughout the 
entire world. 
The Columbia Broadcast- 
ing Co. will place the affair 






























FRANKLIN, | 


the | 


Response to Alarm to be 


the World 


so successfully tested during 
| the recent Democratic and 
| Republican national conven- 
tions. 

Ted Husing will be dressed 
in the old volunteer fireman’s 
uniform and will be a mem- 
ber of the company of thirty 
who will stage the demon- 
| stration. Lapel microphones 
| will also be worn by several 
other members of the com- 


tail and many of the things 
to be used will be articles 
actually used by the first vol- 
unteer fire company in this 
country. 






















































on the air over its entire | Following this demenstra- 
5 chain of more than 80 stations | tion the Philadelphia Fire De- 
t and also over its two short- | partment will give a demon- 
p wave stations. The broad- | stration of the modern man- 
4 casting company plans to/|ner of fighting a fire in 
s send its star announcer, Ted | “liberty’s shrine” and then 
e, Husing, to broadcast the will stage a demonstration 
e- event and will use the new} on the river front of the 
at lapel microphones which were ' city’s high pressure system. 
r To Consider Hospital Fire Losses in Ontario for | 
Associations First Seven Months 
s, Pees of 1932 
et ulatina Bills to Be Pre- Fire losses in Ontario, 
ly — ro Cal Legislature | Canada, for the first seven 
on ; | months of 1932, as reported 
it. ae 5 ‘ by the fire marshal, were 
T- SAN FRANCISCO, Aug. 30— $7,159,286, an increase of 
n- Members yp! 9 Maree gee $411,531 over the correspond- 
ed or cana d = gr og ner ing period of 1931. Losses 
b- = “eg ¢ the C sige co ,.| during the month of July 
e- session of the California Leg- | were $1,169,638, an increase 
h, islature, members of which | o¢ $520,259 over July, 1931. 
is — elected August 30. The | The report also shows that 
business will be forced to}, dan 
. watch the activities of the | Se losses in 1981 were $12,- 
a law-makers, for there is no | 967,668 in comparison with | 
ed doubt ry that several bills | $13,082,079 for the preceding 
| will be introduced that will | Y°*%:,% decrease of $114,416. | 
es menive the sunpert of the wn- | Dwelling fires in the province 
2,° derwriting pins. | have shown an alarming in- 
Accident and health under- | T°@s¢ ee Se 
3 writers together with physi- numbering 10,897 of the 16,- 
ed dues pa poe =oden Aus ‘the 590 total in 1931. This is an 
)0. past pense eae mien increase of 823 fires over | 
) ; been considering legislation a “ a sree allemaal 
. for the regulation of hospital | in the 10-year period. 
associations. The number of 
these organizations have been | ed insurance agent will prob- 
~T increasing rapidly in the past | ably be introduced to the law- | 
two years and at the present | makers. Some agitation for 
time are unregulated and /| higher deposit requirements 
may do almost as they wish. | from reciprocals and the va- 
‘ In selling of hospital bene-| rious types of mutual bene- 
fits they are in direct compe- | fit accident and health organ- 
tion with legitimate and | izations has also been noted, 
regulated accident and health | as some officials of legitimate 
’ Msurance companies. insurance companies have ex- 
‘ A measure to compel solici- | pressed the belief that the 
tors for reciprocal and assess- | financial position of these or- 
ment underwriting concerns | ganizations is not sufficient 
to be licensed in the same | to comply with the demands 
a manner as the present licens- | of the present day. 
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pany. 
The affair will be histori- 
'eally correct in every de- | 


F. T. Priest Heads 


Special Committee 


To Assist Agents In Solving 
Problems of Local 
Boards 

Frank T. Priest, of Wich- 
ita, National Councillor for 
| Kansas, has been appointed 
| chairman of the special com- 
| mittee on local boards of the 
| National Association of In- 
| surance Agents and will out- 
line the purposes of his com- 


| 


at Philadelphia. 

The committee is designed 
| to assist existing local boards 
| with their problems, and help 
|in formation of new boards. 
| It will undertake to outline 

the true functions of a local 

| association, draft 
constitution and by-laws and 
point out how a board can 
operate to best advantage in 
a town of given size, with due 
regard to local conditions. 

Inauguration of this com- 
mittee was authorized by the 
Executive Committee of the 
National Association at the 
Mid-Year meeting in Cleve- 
land, the authorization based 
on the recommendation of a 
local board group breakfast 
conducted by Mr. Priest at 
the 1931 annual convention 
in Los Angeles. 





Receiver Asked for Coopera- 
tive Assessment Co. 

FRANKFORT, Ky., Aug. 30— 
Charles I. Brown, Acting In- 
surance Commissioner, 
through the medium of the 
Attorney General’s Depart- 
|'ment, has filed suit in the 
Franklin Circuit Court, seek- 
ing appointment of a receiver 
for the Farmers Southeast 
Insurance Company of Eliza- 
bethtown, Ky. Officers of the 
company, a cooperative as- 


farm property, requested the 


liquidating the company. 





Mrs. R. H. Vaughn 
Appointed 

| FRANKFORT, Ky., Aug. 30— 
Release of Mrs. Margaret 
| Roper, for the past five years 
field representative in charge 
of claims for the State Insur- 
ance Department of Ken- 
tucky, 


Glasgow, to fill the position 
| thus left vacant, has been an- 
| nounced by State Auditor J. 


| Dan Talbott. 


sessment organization writing | 
fire and tornado insurance on 


and appointment of | 
Mrs. Robert H. Vaughn of | 


suitable | 


29 


Politics Blamed for 
Johnston Dismissal 





Penn. Ins. Dept. Division 
Chief Accuses Gov. 
Pinchot 


PHILADELPHIA, Aug. 30— 
Pinchot politics is the reason 
advanced on the street for the 


| dismissal over the weekend 


of William H. Johnston, 


| mittee in a report to be made | Pittsburgh, chief of the Divi- 
| before the annual convention | $10" of Audits and 


State- 
ments of the Pennsylvania 
Insurance Department and 
an employee of the depart- 
ment for thirty-three years. 

Johnston’s dismissal was 
contained in the following 
letter from Insurance Com- 
missioner Armstrong: 

“On July 30, 1932, you sub- 
mitted to me an amendment 
to the charter of the Fire As- 
sociation of Philadelphia, 
after you had approved it, 
and requested my certifica- 
tion. 

“T now find that you had 
stricken -out two provisions 
of the original charter, thus 
altering a legal document 
after it had been executed. 

“There can never be any 
excuse for such an action. By 
reason of it, your services are 
no longer required dating 
from today.” 

In his statement, Johnston 
said: 

“What I should have done 
was to send the charter back 
to the company to have the 
changes made. But they are 
in such a hurry for these 
things that I made _ the 
changes myself. That was in 
accord with the practice of 


| this department and I have 


the opinion of four attorneys 


general that it was legal. 
This was not the reason that 
I was fired, and everyone 


knows that. It was politics.” 
Officials of the Fire Asso- 
ciation declared that they 


| S ’ 
action for the purpose of | Knew nothing of Johnston’s 


dismissal until informed by 
this reporter. They said that 


| the charter changes, which 
| dealt with the capital change, 


had been handled by their at- 
torneys. 





AGENCY WANTED 


A young, hustling agency 
in the Casualty business de- 
sires general agency for 
Richmond, Va. $15,000 pre- 
miums to start and in- 
crease of $5,000 per year. 
Can furnish any required 
bond and reference. 

Address: “Confidential” 
c/o THE SPECTATOR. 
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Great American 
Iusurance Company 


New Dork 


INCORPORATED - 1872 
NEW YORK CITY 
CHICAGO, ILLINOIS 
SAN FRANCISCO, CALIFORNIA 


HOME OFFICE One Liberty Street, 
WESTERN DEPARTMENT, 310 S. Michigan Avenue, 
PACIFIC DEPARTMENT, 233 Sansome Street, 





POLICIES ISSUED TO COVER 


Fire, Lightning, Tornado, Windstorm, Hail, Explosion, Rents, Commissions, Profits, 
Automobiles, Motorcycles, Leasehold, Marine, War Risk, Hulls, Inland Marine, 
Cargoes, Inland Transportation, Floaters, Use and Occupancy, Registered Mail, 
Mail Package, Tourist Baggage, Sprinkler Leakage, Riot and Civil Commotion, 
Earthquake, Aircraft Property Damage, Aircraft Insurance. 


AFFILIATED INSURANCE COMPANIES 


Detroit Fire & Marine Ins, Co. 
Detroit, Mich. 

Massachusetts Fire & Marine Ins. Co. 
Boston, Mass. 

North Carolina Home Insurance Co. 
Raleigh, N. C. 

Rochester American Insurance Co. 


New York, N. Y. 


American Alliance Insurance Co. 
New York, N. Y. 

American National Fire Ins, Co. 
Columbus, O. 

County Fire Insurance Company 


Philadelphia, Pa. 





Great American Indemnity Company 
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Agents Object to 
New Policy 


Claim Pasting Rider In-| 


volves Added Trouble 


and Expense 





BIRMINGHAM, ALA., Aug. 
31—One phase of the new 
standard combined fire and 
windstorm policy proposed to 
be issued January 1 by the 
company members of the 
Southeastern Underwriters 
Association has called forth 
a spirited protest by a num- 
ber of local agents. The mat- 
ter was discussed at the last 
meeting of the Birmingham 
Association of Insurance 
Agents, and Anglin White, 
president, has just returned 
from Atlanta where he con- 
ferred with S.E.U.A. officials 
in an effort to secure a change 
in the policy. 

Agents are not opposed to 
making all company policies 
uniform, but their objection is 
based on the fact that it will 
be necessary to paste a rider 
on all fire and windstorm poli- 
cies written on _ residential 
property. About 98 per cent 
of the business of the average 
agent is of this type and this 
operation would require a lot 
of extra work, says T. K. 
Byrne, secretary of Jemison- 
Seibles, Inc., one of the larg- 
est local agencies in the South, 
who first raised the objection 
to the new policy. 

The majority of companies 
have heretofore issued a poli- 
cy in the South to insure the 
dwelling class exclusively 
without the necessity of past- 
ing forms thereon, but the 
new policy would be appli- 
cable to all risks, commercial 
and industrial as well as resi- 
dential. As Mr. Byrne points 
out, this will make it neces- 
sary for the form to be filled 
in and maybe one or more 
clauses attached to the policy 
covering fire and tornado 
risks on residential property. 

“To write the rider is a 
special operation, requiring 
about as much time as would 
be required to write the pres- 
ent form of combined policy,” 
said Mr. Byrne. “Then an- 
other operation is involved in 
putting carbon in and writ- 
ing the policy. Most agents 
are working on the minimum 
help, and anything tending to 
add work is objectionable. 
Mailing one sheet to the com- 
panies involves half the post- 
age of mailing two sheets, 
therefore the rider with paste 
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Oregon Fire Marshal 
Deplores Waste 


Says Never Has There Been 
Greater Need of 


Protection 
A. H. Averill, state fire 
marshal of the _ state of | 


Oregon, says that Oregon’s 
fire waste, during the years 
1930 and 1931, taxed every 


| charges 











News of the Far West 





SAN FRANCISCO, Aug. 29— 
A 66 per cent reduction in 
to San Francisco 


| business concerns for stand- 


by automatic sprinkler serv- 


ice connections to public wa- | 


ter mains was recommended 


| to the public utilities commis- 


man, woman and child in the | 


state $8.38, or $30.17 per 


| year for the average family, 


which amounts to 58 cents 
per week per average family. 
He asserts that it is conserv- 
atively estimated that fire 


| safety protection, afforded by 


a fully manned, normal fire 
department, costs but 15 
cents per week per average 
family. 

Mr. Averill says that in- 
cendiarism cost the people 
of Oregon an estimated $2,- 
074,861 in 1930; $2,297,596 in 
1931, and, for the first seven 
months of 1932, $1,500,000. 

Oregon’s industries, he 
says, have suffered serious 
losses through purposely set 
fires the past two years and, 
since over 40 per cent of the 
industrial plants which have 
been burned down are never 
rebuilt, this condition has 
contributed very largely to 
unemployment. The loss of 


one industry costs the com- | 


munity infinitely more than 
can be saved by the most 
drastic fire department bud- 
get curtailment, he asserts. 

He strongly protests 
against any drastic action 
which seriously impairs the 
moral, manpower and effi- 
ciency of the fire department; 


| automatically scales the com- 


munity insurance rates up- 
ward and more than offsets 
what little saving can be ef- 


| charges 


fected by administrative cost | 


He says that 


curtailment. 


never before in the history | 


of this country has there 
been greater need for well 
manned and well equipped 
fire departments; never be- 
fore has there been need for 
greater reserves. 








will double postage charges. | 


A daily report with paste 
and rider requires twice the 
filing inches, and modern of- 
fices are crowded for space.” 

Southeastern officials state 
that the proposed standard 
combined policy is of the same 
type as successfully used in 


sion at a meeting of that body 
recently, by Edward Cahill, 
general manager of the com- 
mission. A representative of 
the San Francisco Junior 
Chamber of Commerce also 
addressed the group, stating 
the case for reduced water 
rates in this respect. A pub- 
lic hearing of the commission 
on the proposal will be held 
on September 12, following 
which, definite action will be 
taken. Stand-by sprinkler 
charges at present range 
from $15 to $24 per month 
for each installation, Mr. Ca- 
hill told the commission. $31,- 
500 is realized annually from 
this source and if the reduc- 
tion is approved a $21,000 
loss in revenue will be sus- 


tained that must be made up | 


from other quarters. 

Mr. Cahill pointed out to 
the members that the high 
water charges tend to keep 
firms from locating their 
businesses in San Francisco 
and that if lower sprinkler 
prevailed a 
kler equipment would be more 
widely used and lower insur- 
ance rates would also be pos- 
sible on buildings so equip- 
ped. Most other cities have 


much lower rates and many | 


make no charge for this serv- 
ice, it was reported. 


x * * 


The program for the silver | 


anniversary convention of 
the California Association 
of Insurance Agents to be 


held at Santa Rosa, Novem- | 


ber 16-19, is rapidly assum- 
ing definite form, according 
to H. B. Seudder, chairman 
of the Convention Program. 


sprin- | 


Francis McDowell of River- 
side will speak on “How to 
Meet Reciprocal and Mutual 
Competition.” 

* * * 

H. E. Manners, associate 
general manager of the Na- 
tional Automobile Club, is on 
a tour of the southern Cal- 
ifornia division of the Club 
offices. s- 


| F, J. Pelletier, manager of 
| the fire underwriting depart- 
— and Jerry O’Sullivan, 
superintendent of agents for 
|the H. M. Hinchman Co., 
Ltd., have returned to their 


desks in San _ Francisco. 
These two associates have 
been covering the Pacific 


Northwest territory. 


* & = 


John E. Anderson, for 
fourteen years with the In- 
surance Company of North 
America and last in the posi- 
| tion of general adjuster in 
the loss department of the 
| Pacific division in San Fran- 
cisco, is now associated with 
the Fire Companies’ Adjust- 
ment Bureau in the same city. 
Mr. Ken Withers is manager 
| of the San Francisco office of 
the Fire Companies’. 


‘es © 


L. L. Brown, manager of 
the Southern California divi- 
sion of the National Automo- 
bile Club, was a recent visi- 
tor at the San Francisco 
office en route to Vancouver, 
B. C., for his vacation. 

* «x 7*~ 


According to announce- 
ment made by the San Fran- 
cisco Insurance Brokers Ex- 
change, George W. Nickel 
and Pierson Durbrow have 
| been accepted as members. 
J. L. Davidson has succeeded 
Davidson & Leigh, a partner- 
ship, and Leonard & Holt are 
succeeded by Leonard Realty 
Company. 





Agency for American 
Central 


LOUISVILLE, Ky., Aug. 29— | 
| Snyder Brothers General 


Agency, Louisville, recently 
took on the general agency 
for the American Central in 
Kentucky and Tennessee, giv- 
ing up the Lincoln Fire In- 


| surance Co. of New York, 


the West and Middle West | 


and that it more nearly fits 
conditions in all the states of 
the Southeast. 


|two states 


| taken 


and reinsuring all outstand- 
ing liability of Lincoln in the 


The agency also has 
the British Gen- 


Central. 
on 


in the American | 


Glens Falls Capital 
Reduction 
Stockholders of the Glens 
Falls Insurance Company of 
Glens Falls, N. Y., will meet 
Sept. 14 to act upon the rec- 
ommendation of the board of 
| directors that the capital of 
| the company be reduced from 
| $5,000,000 to $2,500,000 and 
| that $2,500,000 be transferred 
| to surplus. 


eral, to replace the Southern 
| Home. 


Fire Insurance 














ALL ROADS LEAD TO PHILADELPHIA! 


37th Annual Convention 
National Association 
of Insurance Agents 
September 20 to 23 





N INVITATION 


is extended to those members of the National 

Association of Insurance Agents who are plan- 
ning to journey to Philadelphia by automobile to avail 
themselves of Etna Coast-to-Coast Touring Service. 


We have prepared a special portfolio of maps, containing 
a copy of the tna Tour Book, with special Supplement 
showing the main transcontinental routes and folders de- 
scribing the many points of interest in and about Phila- 
delphia, which we will be very glad to send to any member 
of the National Association of Insurance Agents with our 
compliments. 


In addition, we will be very glad to help you arrange your 
itinerary by providing you with local highway maps and 
booklets describing any other points which you intend to 
visit en route. 


WHILE YOU ARE IN PHILADELPHIA 


you are invited to visit the Etna Educational and Sales 
Exhibit, Benjamin Franklin Hotel, Mezzanine Floor, RS AT ante CBee 22 | 
Lafayette Room (directly opposite Crystal Ball Room). Independence Hall — Philadelphia 


THE ATNA CASUALTY AND SURETY COMPANY 


affiliated with 
THE ATNA LIFE INSURANCE CO. — THE STANDARD FIRE INSURANCE CO. 
THE AUTOMOBILE INSURANCE CO., OF HARTFORD, CONN. 


Please send me a complimentary copy of the tna Tour Book 
with special coast - to - coast map and descriptive folders. 


Name_ 





Address 
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Ye Phare Party 


4 Bak fea 


HIS department has been seething 
with indignation for some time 
over the impious lack of respect on 
the part of the reading public for one 
of the truly grand characters in the 
newsprints. No one, in our opinion, 
has been given more dirty deals than 


he and yet has borne his troubles with | 


such apparent unconcern. Neverthe- 
less, we have yet to hear a single word 
of praise for the probity of character 
and unfailing good nature that is his, 
nor have we discerned the slightest ex- 
pression of sympathy on the part of any 
one of the thousands who are almost 
daily acquainted with the manner in 
which he is so ill treated. It is a shock- 
ing commentary on the coldness of hu- 
man nature that this condition should 
exist. This martyr to whom I refer— 
for he is a martyr—is none other than 
Caspar Milquetoast. 


H* is labeled by his creator, H. T. 
Webster, as the timid soul, and all 
manner of impositions are heaped upon 
him. More often than not, we think, 
he is not timid at all. Many of his ac- 
tions are fostered by truly generous 
impulses, in our opinion, and his for- 
bearance is something to be admired. 
We have too high a regard for the 
trenchant qualities of Mr. Webster’s 





cartoons and his insight into human | 


nature to believe that he would deride 
such a kindly soul as Caspar has proved 
himself. 
has been too subtile for the blunt per- 
ceptions of the great reading public. 
The average reader usually turns to his 
daily cartoon for amusement and so dis- 
sipates his appreciation of the under- 
lying satire with hollow mirth. 


ERSONALLY, we would like to 
possess some of the serenity and un- 
ruffled self control which Caspar ex- 
hibits at times. 


We do fear, however, that he | 









IN CASUALTY INSURANCE 


The broker-agency 
controversy between the New 
York Fire Insurance Exchange 
and the brokers in the metropoli- 
tan district has served to revive 
the perennial argument as to the 


differentiation between an agent 
and a broker. This is always an 
interesting argument, but from 
what we can make of the cur- 


rent controversy, the argument re- 


| ferred to is more or less academic 


and not particularly germane to 
the situation confronting the Ex- 
change and the brokers. In New 
York it is a practical problem aris- 
ing out of excessive c -ompetition, It 
is a matter of commissions and get- 
ting business, and is not concerned 
with the feasibility of a man serv- 
ing two masters. 


 * @ 


‘a smaller localities, 
away from New York and the com- 
plexities of big city competition, 
the question of a man, insurance- 
wise, serving two masters, is no 
problem at all; it is simply taken 
for granted that he can and does. 
In the average American commun- 


| ity the local agent writing fire and 


We can remember | 


numerous occasions when we were con- | 


siderably upset by little hardships, 
which later in retrospection seemed to be 


among our most valuable experiences. | 


If we hadn’t been so annoyed at the 
time, we probably could appreciate them 
even more now. 
smoothly there wouldn’t be much fun 
in it. It is the rough spots that test 
our courage and our skill in mastering 
them that are the spice of life. There 
is some satisfaction in struggling 
through these rough spots regardless of 
how we do it, but infinitely more if we 
do it with the most grace possible. 
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If life flowed on too | 


casualty insurance serves both his 
company and his client, and if he 
is a good agent, does a job that is 
eminently satisfactory to both 
parties. He can do this because it 
is not the function of an insurance 
company to trade or barter with its 
customers. There is no 
tunity for either party to drive a 
bargain. The insurance policy 1s 
standard in form, and the calcula- 
tion of the rate is based on this 
ideal policy. If it is sound insur- 


oOppor- 


ance it costs the same 
of who is issuing the policy. 

With what might, for the sake 
of argument, be termed standard 


service at standard rates, the 


regardless 


posi- 


tion of the agent involves no di- 
vergence of interests. The law 
adequately protects both parties to 
the insurance contract. Thus, if an 
agent unfairly tries to benefit his 
client by over-insuring the risk, he 
will find, in the event of total loss, 
that the company is not required to 
pay the face amount of the policy, 
and he has succeeded only in mak- 
ing the policyholder pay an exces- 
premium. Practically every 
in fact, that the agent gives 
to his company, if performed hon- 
estly and conscientiously, reflects 
to the ultimate advantage of the 
assured, and the converse likewise 
is true. Policyholders deal profes- 
sionally with agents. They patron- 
ize the same agent for a lifetime 
consider that he, the agent, is look- 
ing after their insurance interests. 
Neither of them ever think twice 
about the fact that the agent is 
serving two masters. 


sive 
duty, 


* *« * 


Amonized values 


now accorded to bonds in insur- 
ance company statements are 
sometimes confusing. Here is a 


sample method of appraisal offered 
by the New York Department: A 
bond was acquired in 1920 and ma- 
tures in 1950. The purchase price 
was $80 and the par $100. At the 
end of the thirty years of its life 
the bond will have increased $20 
in redeemable value. Therefore 
the thirty years, divided into $20, 
make the bond appreciate 66 2/3 
cents a year. Since it was bought 
twelve years ago its value 
creased, for amortization purposes, 
twelve times 662/3 cents or $8. 
This sum is added to the purchase 
price of $80, making its present 
amortized value $88. If the bond 
par its present 


has in- 


was bought above 
amortized value must be figured in 
manner. 


exactly the reverse 


Casualty, Surety, Etc. 
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ACCIDENT—BO 


To Direct Maryland 
Dem. Campaign 


BALTIMORE, Aug. 30— 
George L. Radcliffe, first vice- 


president of the Fidelity and | 


Deposit Company and a per- 
sonal friend of Franklin D. 
Roosevelt, Democratic Presi- 
dential nominee, has _ been 
named director of the cam- 
paign in Maryland. Although 
Mr. Radcliffe has taken little 
conspicuous part in either 
local or national politics, he 
has been identified for sev- 
eral years as a personal and 
business friend of the Demo- 
cratic candidate for Presi- 
dent. 

Mr. Radcliffe served out 
the unexpired term of Secre- 
tary of State Thomas W. Sim- 
mons, who resigned in 1919, 
and served chairman of 
the committee which ar- 
ranged for Governor Ritchie’s 
fourth inauguration in 1931. 
He had taken part in the na- 
tional crime commission sur- 
vey of 1927 as another phase 
of his public life. 


as 





Insurance Ad Display 


The "cream of the crop” 
of fire and casualty com- 
pany advertising material 
will be displayed at the In- 
surance Advertising Confer- 
ence at Hotel Pennsylvania 
in New York, October 3, 4, 
5, 1932, according to an an- 
nouncement by H. V. Chap- 
man, Ohio Farmers adver- 
tising manager, chairman of 
the exhibit committee. 

Many members of the 
Conference have already 


started work on their dis- 
plays which, because of 
space limitations, will con- 


tain only their best advertis- 
ing. Folders, insurance jour- 
nal displays, posters, calen- 
dars, newspaper and maga- 
zine advertisements, will all 
be shown and a darkened 
room will be furnished for 
some of the companies to 
exhibit their chattering 
flickies. 

Agents and brokers in the 
New York City area will have 
the opportunity of seeing 
this display at the time of 
the convention, and it is ex- 
pected that there will be a 
large attendance. 











Washington Men May 


Insure Their Beards 


SAN FRANCISCO, Aug. 30— 
A. P. Boyd, underwriting 
manager for Cravens, Dargan 
& Company, general agency, 
with offices in San Francisco, 
during a recent trip found the 
men of Centralia, Washing- 
ton, were forming a bearded 
colony in anticipation of that 
city’s annual celebration of 
“Pioneer Days.” An _ ordi- 
nance makes it unlawful for 
any male inhabitant to shave 
and there are those who deem 
it wise, if not necessary, to 
carry an all risk policy to 


his office in 1930 for their 
“Days of ’49” celebration. 
Mr. Johnson also states that 
this type of protection is 
quite popular. In regard to 
loss experience, he says that 
“one claim was filed under all 
the policies written by his 
agency and that was dis- 
allowed by the adjuster, as 


| the Elks’ bull coin collected as 


premiums could not be con- 
verted into cash!” The pol- 
icies were issued by “Klam- 
math Days of °’49 Whisker 
Protective Association” and 
covered damage such as “full 


|growth of whiskers and 


protect the value of their | 
beards. 
M. L. Johnson, agent of 


Klamath Falls, Oregon, wrote | 
| mestic utensils), theft cover- 


Cravens, Dargan & Company, 
claiming that insurance along 
these lines is not new, since 
the Elks in his city put out a 
“reciprocal” type policy from 


Casualty, Surety, Etc. 





” 


in two different 
(with do- 


moustache 
styles. Collision 


ing, protecting wife and/or 
dependents against loss of 
meal ticket, etc., were also in- 
cluded in the policies. 


N 





NDING — MISCELLANEOUS 


AS 


“Phantom Accident” 


Auto Claim Racket 


United Efforts of Insurance Companies Result in 
Arrest of Twelve Members of Alleged Defrauders 
on Fake Claims in Northern New York State 


NITED efforts of insurance companies to fight 
crooked claims in northern New York State 
resulted last week in the arrest of 12 members of an 
alleged automobile racketeering gang in Rochester. 
They are charged with obtaining thousands of dol- 
lars from companies on claims based on “phantom” 


accidents. 

The defendants include a 
physician, a claim adjuster, 
three women, and seven other 
men. A number of confes- 
sions have been obtained, ac- 
cording to District Attorney 
Ray F. Fowler, due to the 


| discovery that leaders of the 


band had double-crossed the 


| minor members when it came 


to distributing the spoils. 

The physician, Samuel H. 
Kauffmann, was the guiding 
spirit of the band, according 
to Mr. Fowler, and John J. 
O’Connell, the claim adjuster, 
was said to be the expert ad- 
viser. After their arrest by 
the police, it was announced 
that both had made full state- 
ments. O’Connell, who 
was transferred from New 
York City to Rochester four 
years ago, is credited by the 
authorities as saying that he 
had only begun the work with 
the band last March. He met 
Dr. Kauffmann, it is reported 
he said, while handling a 
genuine claim and was in- 
duced to join. 

The ten other persons were 
“victims” or “drivers” as 
necessity required, their tes- 
timony shows. As “drivers” 
they would report any kind 
of an accident and as “vic- 
tims” they were willing to do 
anything suggested by their 
leaders. Katherine Kelly, 
one of the prisoners, it was 
testified, allowed an arm and 
leg to be broken in order to 
bolster up a claim that she 
had been hit by an automo- 
bile driven by Jack Fisher, 
who is also under arrest. 
Jack Fisher, in his turn a 
“victim” of another accident, 








willingly took a heavy dose of 
| drugs, it is asserted, which 
| kept him unconscious for 

three days in a hospital. An- 
other man allowed himself to 

be beaten by a heavy club 
until he was black and blue 

on one side of his body. A 

man who had received a 

genuine head accident went to 

Dr. Kauffmann, and was in- 

duced, so he told the police, 

to utilize this injury in an ac- 
cident which never happened. 

Investigation so far shows 

that the band collected about 

$40,000 in the last 25 acci- 
dents. It is believed that the 
| amount will grow as the in- 
| vestigation proceeds. 

Some time ago, the insur- 
ance companies retained the 
detective agency of William 
K. McInernay, which traced a 
series of similar names on 
both sides of claim cases to 
| the same band. 


Manager of Phila. Service 
| Office of Consolidated 
Indemnity 
| Julian H. Ferguson is man- 
| ager of the new service office 

of the Consolidated Indemnity 
|and Insurance Company at 
| 325 Walnut Street, Philadel- 
| phia. He has wide experience 
lin casualty and fidelity in- 
| surance. At one time he was 

manager of the Royal In- 

'demnity Company in Canada, 
| also manager of the Philadel- 
| phia branch office of the In- 
| dependence Indemnity Com- 
pany, and was connected with 
the General Accident at the 
time he accepted his present 
' position. 
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August Construction 


50°, Under 1931 


Comparative Records Show- 
ing Improvement, How- 
ever, Since July | 





New construction contracts 
awarded in the 37 states east 
of the Rocky Mountains dur- 
ing the period from Aug. 1, | 
through Aug. 15, totaled $55,- | 
878,500 according to F. W. 
Dodge Corp. This contrasts 
with $116,553,100 for the cor- 
responding half-month of | 
1931. During all of July a| 
total of $128,768,700 was re- | 
ported for the 37 states which | 
compared with $113,075,000 
for the entire month of June | 

| 





and $285,997,300 for July, 
1931. The advance over the | 
previous month’s_ contract 
total was produced by larger 
awards for non-residential 
building and public works; 
residential contracts and 
awards for public utilities 
showed declines from their 
respective June totals. 

For the first seven months 
of the year contracts for all 
construction totaled $795,- 
848,400; this was 38 per cent 
as large as the contract rec- 


ord shown for the corre- 
sponding seven months of | 
1931. It is becoming appar- | 


ent that the decline for the 
full year 1932 from 1931 will 
not be as drastic as that | 
which has occurred during the 
first seven months; the full 
year should show a total be- 
tween 40 and 45 per cent as 
large as the figure of $3,- 
092,849,500, recorded for the 
full year, 1931. 

Of the 13 districts compris- 
ing the territory east of the | 
Rocky Mountains, eight re- | 


port construction contract | 
totals in July larger than 
those shown for June: the | 


Metropolitan New York; Mid- 
dle Atlantic; Pittsburgh; the 
Central Northwest; Southern 
Michigan; St. Louis; Kansas | 
City; and Texas districts. 
In addition gains were scored 
in July over July, 1931, in the | 
Central Northwest and St. 
Louis territories. 


District Agents for 

Importers & Exporters | 

Corroon & Reynolds, of | 
New York City, managers of 
the Importers & Exporters 
Insurance Company, an- 
nounce the appointment of 
Rose & Baia, Inc., of William 
Street, as metropolitan dis- | 
trict agents of that company. 
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| Frederick H. Busby, 
| has since directed 





New Jersey Contest 
Reduces Accidents 


State-wide Interplant 
Safety Contests in New Jer- 
sey, sponsored by the State 
Department of Labor and in- 
dustrial leaders in a joint at- 
tack on accidents, show an 


admirable record in the four | 


years they have been in oper- 
ation. The smaller frequency 
rate of accidents for an in- 
creasing number of plants re- 
porting is shown by the fol- 
lowing table: 


Plants Frequency 


| Year Reporting Rate 
1928 . 563 17.14 
1929.. 650 15.92 
1930 771 13.52 
| 1931 825 12.65 


Due to the business depres- 
sion there has been a de- 
creased number of workers 
participating in the contests. 
There were 196,709 workers 
in the 1931 contest, 38,278 
less than in 1929, despite an 


less man-hours worked in 
1931 than in the 1928 contest. 
These figures indicate an in- 
creased interest on the part 
of the smaller plants of the 
state in accident prevention 
work. 

For some years prior to in- 
augurating the campaign, 
new Jersey’s industrial ac- 


| cident experience had been | 
assuming serious proportions. | 


increase of 175 plant enroll- | 


ments during this period. 


There were almost 28 million | 


In 1928 the records showed 
23,000 compensation 


cases | 


costing approximately nine | 


million dollars. Industrialists 
cooperated with Labor De- 


partment and Safety Council | 


officials in launching 


the | 


present campaign. The spirit | 


of enthusiasm has been main- 
tained, and the executives of 
the general managing com- 
mittee are confident that the 
goal of one thousand plants 
and a further reduction in the 
accident rate will be attained 


in the fifth annual contest, 
October-December of _ this 
year. 








Medical Mutual Quits 

LANSING, MICH., Aug. 30 
—The Detroit Medical Mu- 
tual Insurance Association is 
quitting business, having 
closed its books as of July 31. 
There were no outstanding 
liabilities, it was stated, and 


'a relatively small volume of 


business was affected by can- 
cellations. The association 
was formed in 1928 by Dr. 
who 
its activ- 
ities. 





New Compensation 
Rates in New York 


At a meeting held 
recently the Compensa- 
tion Insurance Rating 
Board of New York City 
voted to put into effect 
the revised compensation 
rates for New York on 
October 1. The action is 
subject to the approval 
of the New York Insur- 
ance Department. The 
new rates will represent 
an average increase of 
9.2 over those now in ef- 
fect and will apply to new 
and renewal business, but 
not to policies now in 
force. The increase rep- 
resents simply the higher 
loss cost. 











|} are 


| defeat. 


| Indiana Legislative Activities 


INDIANAPOLIS, IND., Aug. 
29—Now that the special ses- 
sion of the Indiana legisla- 
ture, called for the express 
intention of reducing taxes, 
has been adjourned, the in- 
surance interests of the state 
looking over the bills 
passed to see what damage 
has been done. A careful 
study of these bills leads one 
to believe the insurance in- 
terests got off extremely 
lucky, as compared with some 
other interests. 

Two bills that were fought 
vigorously by insurance men 
and bearing on unemploy- 
ment insurance, went down to 
The bills were identi- 
cal, one being introduced in 
each house on the second day 
of the special session. 

The regular session of the 
legislature meets again 








Results of Safety Contest 

St. Louis, Aug. 23— 
The St. Louis Safety 
Council reports that the 
accident frequency rate 
of industries participat- 
ing in the council’s inter- 
plant safety contest has 
been reduced 55 per cent 
since the contest began 
in January, 1929. Thir- 
teen plants have just 
been awarded silver tro- 
phies for efficient acci- 
dent prevention work 
during the first six 
months of 1932. The ma- 
jor trophy went to the 
Alcoa Ore Company, 
which with 1420 men 
working a total of 1,156,- 
400 man-hours completed 
the entire six months 
without a_ single lost- 
time accident. 

A. H. Stein, chairman 
of the Inter-Plant Con- 
test Committee, reported 
that in 1929 when the 
first contest was held one 
out of every forty-two 
employees suffered a lost- 
time injury, whereas this 
year the ratio is but one 
lost - time accident to 
every 113 men working. 











Casualty and Surety 
Diplomas by I.1.A. 
The Insurance Institute of 
America announces that 196 


| men and women have received 


diplomas this year. Those in 
the casualty and surety 
| branches were as follows: 
Casualty branch—James G. 
|Agnew, Winnipeg, Man.; 
| John W. Anderson, Winni- 
| peg, Man.; Ernest T. Berke- 
| ley, Newton Centre, Mass.; 
| Bertha M. Chapman, Win- 
| nipeg, Man.; Ida M. Cooke, 
| Winnipeg, Man.; Robert M. 
| Dancer, Winnipeg, Man.; El- 
lis A. Enander, Plainfield, 
N. J.; Henry E. Halloran, 
Milton, Mass.; George J. 
Morrissey, Dorchester, Mass.; 





in | Roberta L. Nash, Queens Vil- 


January and if unemploy- | lage, N. Y.; James F. O’Neil, 


ment continues the same ques- 
tion is bound to arise. 


A bill was passed which | Plant, 


Brighton, Mass.; Clara E. 
Owings, Baltimore; Percy H. 
Atlanta; Helen M. 


limits state tax rates on real | Preston, East Weymouth, 


property to $1.50 per $100 of 
valuation. State expendi- 
tures were reduced 
$18,000,000 annually. 
limit on taxation should be 
of infinite aid to those insur- 
ance companies which have 
foreclosed on property be- 
cause of the present necessity 
and are unable to sell the 
property until times improve. 


about | 
This | 


Mass.; Nell I. Prouty, Glens 
| Falls, N. Y.; David T. Shute, 
Medford, Mass.; Malcolm B. 
Strong, Winnipeg, Man. 

Surety Branch—J. C. Ca- 
mire, Elmont, N. Y.; Alfred 
F. del Valle, St. Albans, N. 
| Y.; George R. Lewis, Brook- 
|lyn; J. J. Malley, Brooklyn; 

and T. M. Turner, Flushing, 

Mm 2 








Casualty, Surety, Ete. 
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Highway Safety a 
Major Topic 


One of Many Subjects 
on Program of Annual 
Meeting of N.A.I.A. 


A. W. 
manager of the 
Bureau of Casualty & Surety 
Underwriters, 
Hon. Benjamin G. Eynon, 
commissioner of Motor Vehi- 


Whitney, associate | 
National | 
| soliciting business 
assisted by | L 
| cut rates is emphatically de- 


cles of Pennsylvania, J. Dil- | 


lard Hall, Iowa and Kansas 
manager of the United States 


| has 


Fidelity and Guaranty, and | 
John J. Hall, director of the 


Street and Highway Division 
of the National Bureau, will 
conduct a symposium at the 
Thursday morning session of 
the thirty - seventh annual 
convention of the National 
Association of Insurance 
Agents, to be held in Phila- 
delphia, September 20-23. 
Mr. Whitney in outlining a 
comprehensive program di- 


rected at all angles of this | 


important question, has 
chosen for his own subject, 
which will lead off the discus- 
sion, “The Agent and the 
Trafic Safety Problem.” He 


will be followed by Mr. Ey- | 





non on “Insurance Agents vs. | 


Highway Accidents.” J. D. 
Hall will talk on “What Acci- 
dent Prevention has Done for 


My Business,” and the formal | 


art of the program will be | 
P | sel Walter H. Bennett of the 


completed by John J. Hall. 

The Bureau will also con- 
duct an_ elaborate 
throughout the course of the 
convention, other officials to 
be on hand including William 
P. Cavanaugh, manager of 
the claim department; Her- 
bert J. Stack, supervisor, 
Child Safety Activities; Rob- 
ert C. Mead, assistant mana- 
ger of the Automobile De- 
partment, and Maxwell Hal- 
sey, traffic engineer. 

Another subject of deep in- 
terest arranged for the pro- 
gram is that of “Cooperative 
Advertising and Publicity,” 
the address to be delivered by 
Albert Dodge of Buffalo, na- 
tional councillor for New 
York State, at the closing ses- 
sion of the convention on Fri- 
day morning. 

One of the most interest- 
ing subjects to come before 
the convention will be the re- 
port of Chairman James L. 
Case of the Committee on 
Automatic Cancellation 


Policies for Non-Payment of | dent 


Premium. 


Miscellaneous Insurance 


exhibit | 


| National 


| of the Pearl and Superintend- 
| ent Van Schaick of New York, 





Says Pearl Is Not | 
Cutting Rates| 


U. S. Manager Denies Truth 
of San Francisco 
Complaints 


Complaints made to the 
California Insurance Depart- 
ment that San Francisco in- 
surance brokers had _ been 
for the 
Pearl Assurance Company at 


nied by J. F. Guinness, United 
States manager for the Pearl, 
who said that the company | 
written no business in 
California or elsewhere at | 
cut rates and that it had not 
authorized anybody to solicit 
business for it on such terms. 
He said that under the agree- 
ment between the head office 


the Pearl is barred from writ- 
ing business anywhere in the 
United States at cut rates. 
He added that even were 
there no such agreement he 
would not follow such a prac- 
tice, there being no need for 
it, and that the company ex- 
pects him to produce an 
underwriting profit rather 
than a large volume. 





Miss Gwendolen Bradley | 
Becomes Mrs. E. M. Allen 

Miss Gwendolen Bradley, 
secretary to Secretary-Coun- 


National Association of In- 
surance Agents, and Edward 
Mortimer Allen, past presi- 
dent of the National Associa- 
tion and now president of the 
Surety Company, 


| United States manager of 





were married at the Church of 
the Transfiguration, New York 
City, Aug. 27. Immediately | 
following the ceremony Mr. 
and Mrs. Allen 
short motor trip to the White 
Mountains and Canada, after 
which they will be at home at 
502 Park Avenue, New York. 

Mrs. Allen has been sec- 
retary to Mr. Bennett for 
more than five years. She | 
will not relinquish her duties 
until after the annual con- 


left for a| 





vention at Philadelphia, her 
resignation to become effec- 
tive Oct. 1. Mr. Allen was 
president of the National As- 
sociation for two terms, 1917- 
18 and 1918-19. He was ap- 
pointed vice-president of the 
National Surety in 1926, was 


of | elected executive vice-presi- 


in 1928, and became 
president in 1931. 


Corroon & Reynolds, Inc. | 


| 


Will Be Secretary of All| 
Companies in Group 
Beginning Sept. | 


Corroon & Reynolds, Inc., 
announces that James W. 
Knox, vice-president of the 
Public Fire Insurance Com- 
pany, Newark, N. J., will be- 
come associated with that 
corporation as of Sept. 1 as 
secretary of the various com- 
panies in the Corroon & Rey- 
nolds group. 

Mr. Knox, prior to his as- 
sociation with the Public 
Fire, was vice-president of 
the Great Lakes Insurance 
Company, whose home office 
was at Chicago. When that 
company was reinsured in 
the Public Fire Mr. Knox 
was taken over by the latter 
and became vice-president, 
with headquarters in the 
home office at Newark. He 
has had a long and valuable 
experience in the insurance 
business, is well known to 
most of the agents through- 
out the company, and is par- 
ticularly well acquainted 
with agents and general con- 
ditions in the Middle West 
territory, where he made his 
home during his connection 
with the Great Lakes, and 
before that as _ assistant 
the Netherlands Insurance 
Company. 

All the outstanding fire 
business of the Public Fire 
was reinsured in the Globe 
& Republic Insurance Com- 
pany of America as of Aug. 
1, 1932. Mr. Knox will be 





| James W. Knox Goes to! Robert R. Lemcke with 


Consolidated 


President A. Bertram Sam- 
uels of the Consolidated In- 
demnity & Insurance Com- 
pany announces the appoint- 


| ment of Robert R. Lemcke as 


special agent for the com- 
pany in the states of Indiana 
and Ohio. Mr. Lemcke for- 
merly was engaged in this 
territory for the Royal In- 
demnity, and has had about 
20 years of field experience 
in practically every state east 
of the Mississippi River. He 
was connected also with the 
Aetna Casualty & Surety, 
Eagle Indemnity and _ the 
United States Casualty. 


Insurance Commissioner 
Supersedes Receiver 

Insurance Commissioner C. 
F. Armstrong of Pennsyl- 
vania was appointed on Aug. 
26, 1932, by the Court of 
Common Pleas of Dauphin 
County, as ancillary receiver 
in Pennsylvania of the New 
Jersey Fidelity & Plate Glass 
Insurance Company, Newark, 
N. J., to supersede David Bor- 
tin of Philadelphia, by the 
Court of Common Pleas No. 1 
of Philadelphia County. The 
appointment of the Insurance 
Commissioner was made in 


accordance with the provi- ~ 


sions of the Insurance De- 
partment Act of May 17, 
1921, P. L. 789. 








secretary of that company 
as well as of the other com- 
panies in the group, which 
include the American Equit- 
able Assurance Company, 
Knickerbocker Insurance 
Company, New York Fire In- 
surance Company and Mer- 
chants & Manufacturers Fire 
Insurance Company. 








Compensation| 
Award $12,000 | 

Sr. Louis, Mo., | 
Aug. 30—What is 
said to be the) 
largest work- 
man’s compensa- 
tion award ever 
made in Missouri 
for a death loss 
was the award of 
$12,000 to the) 
widow of Dale} 
Jackson, who was 
killed while stunt- 
ing a light air- 
plane at the All- 
American Air 
Races at Miami, 
Fla. Mr. Jack- 
son was a cham- | 
pion endurance | 
flyer, 25 years of | 
age. 


plan 





Dallas — Lub 
— San Angelo — Marlin — 
Plainview — 
Abilene. 
Rates $2, $2.50, $3. 


al it is 
| the 


HiltonHotels 7 


Operating on the Minimax 


in the following cities: 
bock — Waco 


El Paso — 





Never higher 
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